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An Industry Caught Short 


HEN a store must use taxicabs to get merchan- 

\ \ dise from wholesale houses on the first day of 

the overshoe selling season, there is something 
wrong with the buying habits of that store. 

When a hundred stores on the same day use the 
same method of stock replenishment, there is something 
wrong—not only with the hundred stores but with the 
entire system of buying and selling. 


This happened in New York City with the first snow- 
fall of the year and it undoubtedly happened in hundreds 
of other cities in the United States. 

Customers entered the stores and bought regardless 
of style, color and ensemble—just for protection. The 
public wanted style, color and ensemble but had to 
take what it could get. Fear sold overshoes—nothing 
else—fear of colds and ills. 

Certainly something is wrong with merchant habits 
of buying rubber overshoes. When the public must 
take what it can get and even on sizes, wrong fittings 
(up and down half and full sizes out), then certainly 
something is wrong with the merchandising of rubber 
footwear. 

In checking up the stores of New York we found only 
one alibi—‘‘The storm came upon us unexpectedly.” As 
if that justified a situation that was within the control 
of every store. 

As a result, the day after the storm, when the sun 
came out, scarcely a woman could be seen on the avenue 
with an ensemble that was even approximate in color 
planning. This developed in the face of thousands of 
dollars spent in national publicity to educate the woman 


toward an appreciation of color blending of overshoes 
with costume and hosiery. 

Maybe we have gone too far in telling the story of a 
lack of preparation for a full season’s overshoe business. 
Maybe the idea is to open the season with a clean-out 
of old stock at high prices before the new stock is 
taken in. Maybe the idea of merchandising is “get the 
money regardless.” 

It is obvious on this sunny day after the storm that 
many a last year’s overshoe is doing street duty. We 
say maybe that’s the trick of merchandising. 

But is there no value in pleasing the public? Is 
there no value in starting a new season with a stock 
adequate for at least one day’s selling? Certainly with 
a knowledge that every city north of the frost line and 
every city where rain falls—barring perhaps St. Peters- 
burg, where it is said the sun shines 365 days in the 
year—there is a seasonal demand December, 
February and March for overshoes. 

What is the merchandising answer? Is the coming 
merchandising practice to be “No Anticipation of Any- 
thing—No Preparation But Dependence Upon the 
Emergency of the Moment.” 

_When one store, by preparation, does the biggest busi- 
ness in the history of that store, in one day, the answer 
is that at least one merchant thought ahead and profited 
thereby while others were losing sales. 


MELE) Menem 


January, 


The best bet in this issue 
The Silhouette and the Shoes 


Read It on Page 36 








THE SILHOUETTE]; 


Three Basic Types of Dress 


This season’s developments in the 
field of feminine fashions make it 
more essential than ever to co-ordi- 
nate shoes with the ensemble and to 
observe closely the trends in apparel 
when buying styleful footwear. This 
article and the accompanying tllus- 
trations suggest three of the new 
fashions that may be regarded as 
fundamental and three types of 
shoes considered suitable for each 


the ready-to-wear industries are still discuss- 
ing the position and acceptance of the new sil- 
houette. The new dress line, however, is no longer 
in argument in New York. The general acceptance 
of the modified drape and long, sweeping lines with 
circular tendencies has been most thoroughly estab- 
lished in the important garment openings in New 
York this week. 
The daytime tailored dress is first of three types 
of gowns which every fashionably attired woman 
must have. The tailored frock is usually of some Above is a typical 
woolen or tweed mixture, the skirt is fashioned in yrange 
circular cut and carries unusual inlays. This frock the new lines, now 
is a daytime frock which directly complements tail- genaety accepted 
y fashtonists and 


ored footwear and is smart when worn with a leather the ready-to-wear 
industries. 


r | YHE press, fashionists and those in the know of 


heel shoe. 

The first shoe featured is the lizard oxford with 
contrasting trims. Usually the coloring and the 
blend of the applique is with unusual perforated punch 
hole effects or serrated edges. Sometimes kid is 
used and sometimes calf. 

The newest choice of the Parisian is the demi- 
oxford. This shoe may be used as a complement of 
tailored wear. Many women who have not pump 
feet use the eyelets threaded in elastic for pump fas- 

. y 5 d pu P e The illustration in the middle is an 
tening and the Colonial buckle as a decoration. This afternoon dress designed along the 
enables the woman to have a pump effect with the ‘ies of the now accepted silhouette. 

At the right is a formal evening gown. 
control of an oxford. 

The pump of contrasting leathers is the volume 
first choice for tailored wear. 








Boor AND SHOE RECORDER : Boor am 
combining THe SHom Retarer, Dec. 7. 1929 combinin; 





EYAND | HE SHOES 


and the Footwear They Require 





The three shoes 
shown above are 
designed for use 
with the tailored 
type of daytime 
dress and are de- 
scribed in the ac- 
companying article. 


In the middle are three shoes correct 

for wear with the afternoon or bridge 

dress shown on the opposite page. At 

the left are three fashionable evening 
types of shoes. 
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The bridge and afternoon dress of long, slender 
line is the second of three necessary frocks. This 
dress of crepe, silk, velvet or brocaded fabric 
is usually one-piece, with flared skirt, normal 
waist line and the air of smart formality. 

Drapings or inserts are the theme of the afternoon 
frock, details of seamings. Mitered corners and 
clustered stitchings add a custom expression to this 
type of gown. 

The most individual shoe is the new suede shoe 
or crepe with tiny kid flowers in bright colors, 
smocked and over-seamed on the vamp of the shoe. 
These shoes are now taking the place of the petit- 
point embroidery as a new expression for the in- 
between season. 

The complementing shoe is the accepted suede or 
fabric pump, seamless, with 18/8 heel. Pump effects 
in which new fashioned buckles of contrasting colors 
are used as part of the construction are new. These 
buckles often have large stones of accepted colors. 


HE next shoe is the strip pump, seamless with 
cut steel buckle, effectively backed. It is a charm- 
ing complement for the afternoon frock. 

The third frock, evening type, is made of stiffer 
fabrics than heretofore. Moires and taffetas and 
some threaded fabrics in gold and silver. Brocades 
are important for evening wear. The vogue of 
creamy white for evening allows the greatest expres- 
sion in color combinations and for evening footwear. 

Shoes to be dyed are the important shoe for the 
volume retailer. The first shoe of satin combination 
employs brocade for the quarter. 

The second shoe is white satin with chantilly lace 
overlay. This type of shoe is new and is effective 
with the elaborate costume. 

- The third slipper is a clever utility slipper. Most 
any occasion and any frock is the background for this 
type of footwear, provided the gown is simple. 

The combinations suggested in the foregoing article 
are basic in character and by no means is it to be 
implied that they cover the entire field, which is broad 
enough to give full opportunity for the exercise of 
the ingenuity of the individual designer. 





Why Charged Goods Come Back 


On open accounts 20% of merchandise is returned eventually 


HAT there is a direct and 

| important relation between 

a store’s selling policy as 
regards cash or credit and its 
problem of returned merchandise 
appears from the figures already 
available in a survey which the 
Federal Department of Com- 
merce and the Retail Credit 
Association of the United States 
are conducting to ascertain the 
facts in connection with this and 


other important phases of the retail credit situation. 
“In relation of department stores,” said Dr. Julius 

Klein, assistant secretary of Commerce, in discussing 

the survey, “one of the most striking facts brought out 


12% 


returns 


6 % 


returns 


installment purchases 


cash sales 


F you conduct a charge account busi- 
ness you may increase your sales, 
but the chances are you will have more 
pairs of shoes returned. This is the 
conclusion to be drawn from a survey 
of retail credit problems by the Depart- 
ment of Commerce of the United 
States and the Retail Credit Associa- 
tion in which the experience of nearly 
2,000 retail stores has been studied. 
When the business was operated on a 
strictly cash basis, the figures showed 
only 6.8 per cent of the goods re- 
turned, as compared with 12 per cent 
of merchandise sold on installments 
and 20 per cent on open account. 


much is returned 


the transaction has been on a cash basis. 
circumstances, that’s not particularly surprising. 


by our preliminary credit report 
has to do with the problem of 
returned goods—a vexatious and 
expensive one. The situation, as 
we all know, is particularly acute 
where articles of personal apparel 
are concerned. 

“When the sales are for cash, 
only 6.8 per cent of the goods are 
returned. Where the articles are 
sold on the instalment plan, 12 
per cent of the merchandise finds 


its way back to the store. So we see that nearly twice as 


under the instalment system as when 
Under all the 
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“But how about the third class—the ‘open credit sales,’ 
better known as ‘charge accounts’? The preliminary re- 
turns from our credit survey show that, on charge 
accounts, more than 20 per cent of the goods purchased 
are carried back to the store. 

“It’s rather interesting to note that the highest per- 
centage of these ‘returns and allowances’ on charge 
accounts is reported by the department stores that do an 
annual business running from a million to ten million 
dollars; the figure of ‘returns’ for those stores is more 
than 2.5 per cent. For stores doing less than $100,000 
worth of business a year, the figure is much less. 

‘‘What’s the reason for such an amazing difference? 
One factor, I suppose, is that the bigger stores handle 
more expensive articles—elaborate ‘luxury’ or semi- 
luxury goods—regarding which a buyer is apt to be more 
exacting and more prone to change his mind. Do the 
larger stores have a more volatile, hyperfastidious 
clientele? Do the patrons of the small stores have a 
clearer conception of their practical needs? 

One of the reasons for such a high percentage of re- 
turns on charge account goods and in the larger stores 
is undoubtedly the fact that a charge account encourages 
the customer to defer the selection and to decide what 
she will buy when she gets the goods home instead of 
making her decision in the store. It is a common experi- 
ence among shoe merchants operating a charge business 
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to have customers order several pairs sent and then 
return all but one, or in many cases send back the whole 
consignment. This practice increases the percentage of 
returned goods, but many merchants are willing to put 
up with it as an added service, believing that it gets 
them business which would otherwise go elsewhere. 
The whole subject of retail credit is likely to come 
under close scrutiny within the next few months because 
of the new emphasis which the business situation that 
has developed will place upon selling. Many merchants 
operating on a cash basis will be inclined to consider 
charge accounts as a possible means of sales promo- 
tion. Whether it is advisable to consider credit in this 
light is a question the individual merchant must answer 
for himself, but in doing so he will do well to consider 


also the fact that if he elects to 
Oo 
25% 


conduct his business on an open 
charge account basis he must 
returns 


make due allowance for credit 
losses, returned merchandise and 
the other expense factors in- 
volved in that method of opera- 
tion. 


20 % 


'peturns 





charge accounts 


high class stores 
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The Blind Men’s Elephant 


If they could only see his power for good! 


IVE blind men were taken to the zoo 
| cee asked to describe the elephant. The 
first felt. of the tail and said the ele- 
phant was just like a stick. The second felt 
of one of the legs and was certain the elephant 
resembled the trunk of a tree. The third 
bumped against its side and described him as 
a big endless wall. The fourth felt of an ear 
and said the elephant was a big fan. The 
fifth felt of the trunk and informed his 
comrades that they all were mistaken—the 
elephant was nothing but a big snake. In 
no way were these five men able to correlate 
their individual ideas and thereby obtain an 
accurate visualization of the beast. 
Are we seeing the elephant as he is, today, 
or are we seeing him as the blind men did? 
It is time for us to map out our course and 
visualize the goal for which we are striving 
—not as a gilt-edge reward with which luck 
and good fortune may bless us but as a fixed 
and tangible goal with a pathway leading 
toward it as clear cut and distinct as the goal 
itself. An understanding of all the facts re- 
lating to our particular business, a thorough 
analysis of the facts and an intelligent in- 
terpretation and correlation of them will re- 
sult in a base from which to map out the 
course to be followed. 
We have eyes to see clearly and yet all is 
a mist. Instead of endeavoring to penetrate 
the dimness of the future by means of a 
thorough understanding of present condi- 
tions, we unconsciously let ourselves drift 
with the crowd and popular opinion rules our 
actiéns. We are in the clutches of competi- 
tion, swimming perhaps strongly and safely ; 
perhaps only holding our heads above water. 
Markets are flooded with goods. Yet we 
keep on cutting a price here; cheapening a 
product there; continuing by our actions to 
overcrowd still further the already flooded 
markets. Are we too blind to see that we 
may cut out one competitor, while another 
may only be numbering our days by the very 


same process. Chain stores, mergers, selling 
combines, all serve to lower costs throuvh 
more centralized and larger quantity buying, 
reduced overhead and management costs, eic. 
—but even here there is an exhaustible factor 
and a limit to all such policies in spite of 
which we blindly scramble on. 

If we realize that over-production does 
exist it is time we acknowledged the same and 
acted sanely upon the matter. People have 
for several years failed to consume as rapi<ly 
as markets are replenished. The result has 
been bargains—bargains—bargains  every- 
where. Stores have adopted automatic reduc- 
tion scales, ending in the bargain basement 
which has sprung up over night, and finally 
giving merchandise away when the scale has 
been exhausted. Birthday sales, anniversary 
sales, and golden jubilees are fairly monopo- 
lizing the daily papers. The shoe industry 
is no less guilty than the rest. The country 
has gone bargain crazy and at present we are 
rushing up this Bargain Lane. Popular 
opinion and practice would insist that the 
bargain and the price war are the solutions. 
“The elephant is surely just like a snake. He 
couldn’t possibly resemble a tree trunk, a 
wall, a stick or a fan!” 


SN’T it about time we visualized the cle- 
phant as he really is? Isolated facts have 

no value in themselves. The fact that a man 
has a hand does not help us to understan« a 
man. The fact that business is competitive 
does not explain the facts of business any 
more than an understanding of marginal |uy- 
ing can give us a true and complete picture 
of the stock market. - 

Facts must be dug out and correlated. |’ach 
fact is essential. Each of the blind men !ad a 
necessary contribution, but not until the ‘acts 
have been properly related do we fort the 
complete picture from which to derive any 
value. 

But facts often have to be dug out o° the 
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depths and therein lies a great stumbling block. Too 
many of us in our rush of everyday living, rely too much 
upon public opinion and fall victim to mob psychology. 
The headlines capture our attention and we are in- 
fluenced too often by them instead of digging out the 
fundamental facts for ourselves and forming our own 
independent opinions. Does this not hold for business, 
too? Too often general trends are accepted as a guide 
with the result that too much business is falling into the 
same Channel. It is time to dig out our own facts, 
analyze and correlate them as our guide. 
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WHAT is to be? 


What... is to be done with 
under-consumption? 


Who . . . is most responsi- 


ble? 
When .. . do we feel it 


most? 


Why .. . can’t people be 
stimulated to buy more 
shoes? 


Where . . . in every family 
can more pairs be used? 


How . . . can extra pairs be 


sold at retail NOW? 
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Getting More Shoes Sold Right 


Keep Things Moving 


HE merchant is not betting on futures when 

he prepares himself on the regular shoes that 
make up over 80 per cent of the stock of his store 
year in and year out. 

The public is buying shoes and the merchants 
must continue to buy shoes to supply their wants. 
They must also anticipate what they want. 

There is nothing in the present situation to inter- 
fere with the normal, orderly, advance ‘buying of 
shoes. There is no major price drop in sight in the 
shoe industry. There is everything in the present 
situation to diminish new values. 

Certainly the American public never received more 
for its money in footwear and service than it does 
right now. 

Orderly and consecutive business must go on. 
Hand to mouth buying is not a complete solution of 
all merchandising practices. Anticipation of goods 
for January, February and March will take place 
in December and we hope to such an extent as not 
to produce the situation of three Easters past when 
the shoe trade was short of wanted shoes in that 
first high peak of sales in spring. 


The will to delay is always with us and the 
present situation accelerates it to a degree but, in the 
last analysis, the merchant who has the right shoe 
for the right purpose at the right time gets the 
right price. 

In your shoe business this year, next year, and the 
year after, the total pairage will be about what it is 
today and maybe better. Therefore it is possible 
now to anticipate what is wanted then. There are 
plenty of shoes to be had in good standard in-stock 
shoes for immediate sale. Naturally, in “any situa- 
tion of doubt” there is more reliance on in-stock 
but both the function of anticipation and the imme- 
diate realization have a.place in every merchant’s 
mind. Think ahead while moving present goods 
profitably. 


le te 


Buyers Must Know 


HE buyer’s lot gets increasingly more diffi- 

cult. The old order of things is gone when 
“Hunch and Instinct” indicated to the buyer the 
right merchandise. A knowledge of fashion facts 
must be possessed by every buyer of shoes. 

A big buyer can in one major purchase go so far 
wrong by the instinct method as to jeopardize his 
own job and his own store. 

It is for that reason that the modern buyers of 
shoes are the best read, the best posted men in the 
entire shoe field. They must put in not only their 
working hours but practically live a life with shoes 
and style. 

Two outstanding buyers join with us in editorial 
expression as follows: 

“Every kind of leather and all kinds of merchan- 
dise means just more stock, this in turn means more 
mark-downs. All shoe stocks show a decided ten- 
dency to increase in size. In fact, they are increas- 
ing in size much faster than the sales are increas- 
ing. Naturally this affects the turn over. When 
ever the stocks get above a certain figure, the mark- 
downs increase tremendously. It requires a lot of 
intelligence to sell style shoes today. If a man does 
not have harmony sense, all is lost.” 

A. J. Pauty, Six, Baer & Fuller, 
St. Louis, Mo. 

“The big merchandising problem today is not the 
return goods evil—mark-downs—too many fancy 
styles—too much competition; but the right goods 
on the shelves at the right time. The buyers who 
study the hardest, who carefully examine all pos- 
sible sources of information are generally best 
equipped to solve that problem.” 

Ben Couen, The Kaufman Store, 
Pittsburgh, Pa. 
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Just a mere showing of pictures of shoes is not 
the entire function of fashion presentation on the 
printed page. There is a need for interpretation, a 
study of the trend and a national picture of the im- 
pulse of style. Within the last few years, style has 
stepped out of its kindergarten classification—where 
the buyer in a small town could imitate what had 
happened in a big town the season previous. Today 
style flashes the country over almost in an instant. 
It is the one vital element in merchandise that hits 
every village, town and city in the United States. 
As a result, there never was a time when it was so 
important for every merchant to be a careful student 


tive, purposeful selection of shoes; we see a number 
of factories showing an increase of in-stock orders 
when so many are “blue” on futures. It is an in- 
dication of buying wanted goods—when they are 
most wanted—maybe standard goods for standard 
needs? 

Every store must have new shoes constantly; 
when they are new they sell ; now is the time for in- 
stock shoes to come to the aid of the merchant. 

A convalescent diet of one case following another 
case of shoes is the order of the day, for in the 
present indecision of trade few merchants contract 
for a complete store’s advance season supply. Those 


of what is happening in 
the world of style and to 
read our interpretation of 
its influence on shoes. 


No Static in 
Shoes 


NDUSTRY must be 
dynamic—stock cannot 

remain static. Prosperity, 
like progress, depends on 
movement. 

We cannot keep people 
at work without continu- 
ing to produce, and we 
cannot continue to pro- 
duce unless each and ev- 
ery one of us does his 
share of buying. 

Right now the shoe in- 
dustry, like all others, is 
now in-stock conscious. 

Time is important; the 
right shoe, in the right 
sizes, in the right color, is 
salable ; the wrong shoe is 
shelf-conscious and moves 
only at a price. 

What we are encourag- 
ing is a steady, construc- 








—Good News— 


“The merging of the Shoe Retailer 
and the Boot and Shoe Recorder was 
a good move. This will give the shoe 
retailers the best shoe news, and 
makes the Boot and Shoe Recorder 
much stronger—more powerful to 
give the shoe retailers the best there 
is. 


“Wishing you success and hope 
that you will continue to grow. Many 
good ideas we received were from 
these shoe journals.” 

J. H. WALSER & SON, 
Louisville, Ky. 
* * * 


“We wish to say that we can hardly 
wait each week for the coming of the 
Boot and Shoe Recorder. It always 
contains a world of information for 
the wide awake shoe people and we 
hardly see how a man could conduct 
a progressive shoe store without it, if 
such is possible. Educational in- 
formation and a great deal of interest 
in each issue.” 

DURNIL DRY GOODS CO., 
Muskogee, Okla. 


* *s * 


After reading digests, reports, state- 
ments and analyses in the newspapers 
and general magazineS, don’t fully make 
up your opinion until you have read 
and compared what the Recorder gives 
in fact, trend and prediction—for we try 
to be specialists of shoe and leather. 
You may get the general feeling else- 
where—but the only place for you to 
get the specific application of events to 
your own business is in the Boot and 
Shoe Recorder, 


President. 








factories that time their 
production and time their 
deliveries to the present 
need of the merchant are 
in a position to increase 
both factory and mer- 
chant turn-over. Mer- 
chandise in motion from 
factory to store to cus- 
tomer is the order of the 
day. 

To increase the move- 
ment of merchandise, Dr. 
Julius Klein, Assistant 
Secretary of Commerce, 
says: “Advertising should 
go ahead with all its char- 
acteristic force.” 

Every effort and activ- 
ity of the store should be 
directed toward getting 
more shoes sold right, 
RIGHT NOW. Spend a 
little more for the window 
and a little more for the 
retail advertising and 
throw a little more energy 
into shoe store service. 

It is going to cost more 
to sell shoes and the only 
way to balance that in- 
crease is to sell more pairs. 
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Three Bears in 
Shoe Store 


a 


’ { VHE Three Bears—the 
father bear, the mothe: 
bear and the baby bear, 

sometimes spoken of as the big 

bear, the middle sized bear and 
the little bear—figure in the 
equipment at the new kiddie 

shoe. department recently in- g 

stalled at the department. store 

of F. W. Mather Co., Inc.., 

Pasadena, Gal. 

The Mather store while one 
of the oldest, largest, and best 
known department stores in the 
city had-‘mever had a children’s shoe department until 
the present-- department was installed with George 
H. Kinnick, a man with a world of experience in selling 
kiddies’ shoes, as manager and buyer. 

“The Three Bears’ in this department are the three 
chairs that make up a group. There is a big chair, 
spoken of in the department as “The.Father Bear,” the 


By J. Edward Tufft 


Romantic appeal to children 
will never pass out of mer- 
chandising. Here’s a new 
proach to the attention 
of little tots—and the proof 
of the pudding is found in 
the fact that it increases sales 


middle sized chair, spoken of in 
the department as “The Mother 
Bear,” and the little chair, 
spoken of as “The Baby Bear.” 
There are four sets of these 
chairs at present but there is 
room for more as the depart- 
ment grows. There is a group 
in Lanvin green, a group in 
gold, a group in tan and a group 
in henna. 

The chairs are upholstered 
in the finest grade of mohair 
and were made to order by one 
of the leading furniture manufacturers of the United 
States. No cost was spared in making these sets of 
chairs as attractive as possible. 

In front of each chair group is the stool for the sales- 
man. This stool is a creation in itself. It is in the form 
of a hassock, is richly upholstered, has no legs and is 
provided with a cute little patch of ornamental leather 
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on which the child can rest his foot without damage to 
the mohair upholstering. 

“The little essence of fairy tale in these furnishings,” 
says Mr. Kinnick, “is having its effect already. Chil- 
dren all over town are hearing of the chairs. While they 
have no hint of bears about them save in their relative 
sizes one to another, yet there is enough there to start 
the imagination of a child. Little tots passing through 
the store on this floor will remark to their mothers, ‘Oh, 
mother, there are the three bears!’ Anyone with im- 
agination of his own can see the good advertising in 
this feature. I do not think there are any more chairs 
like these in the country, for the idea was entirely 
original with us. 

“Not only are the chairs unique and ‘cute,’ if that is 
the word, but they serve a practical purpose. They are 
the sizes that we need even if we did not have the 
‘Three Bears’ idea in them. You see we are stocking 
shoes from the sizes needed by the two year old tots 
up to those needed by the senior miss. The big chair 
is adapted for the use of mother who always comes 
with the little tots, the middle 
sized chair is adapted for the 
senior miss when she comes, 
and the little chair is adapted 
for the tot himself, or her- 
self.” 

Mr. Kinnick in carrying out 
the policy of the Mather store 


ITH furniture and 
furnishings of 

a smart, modern style and 
of just the type that appeal 
to children, The Children’s 
Bootery has just opened in 
Hollywood, California, un- 
der auspicious circu m- 
stances. And one of the 
particularly interesting fea- 
tures about this particularly 
interesting store is the fact 
that the window displays are 
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has a gift for every child that comes his way—a small 
gift and inexpensive, but always a gift. “We long ago 
became convinced of the value of this practice,” says 
Mr. Kinnick. “Personally I became convinced years 
ago back in Indiana when a man came to town and in- 
stalled a soda fountain. He had a small gift for every 
child, just a little form of advertising, a means of mak- 
ing friends. Every child in town became his friend 
and he succeeded where others failed. Since then in all 
my experience in juvenile shoe stores I have always 
advocated the practice of giving a small gift to each 
child. We have found balloons to be the most acceptable, 
and they are colorful, which is a big item with a child, 
as well as inexpensive. They make good ornaments up 
around the top of our little department space and prove 
an added attraction just from their appearance as 
ornaments.” 

“The Juvenile Shoe Shop,” for that is the name with 
which the new department has been christened, is on a 
floor where every article of merchandise is for juveniles, 
the proper location, the proprietors feel, for the new 

venture with its three bears. 
The shelving in the depart- 
ment is in silver and forms at 
the tops a modernistic design. 
It is placed so that, with a de- 
partment rug added which will 
match the bears, the depart- 
ment will seem like a room. 


really windows looking into 
the store and thus making 
the whole store serve as an 
attractive display. This fea- 
ture is proving of real help 
in attracting attention and 
in building more patronage. 

A good view of the front 
of this store, with a glimpse 
into the fascinating interior, 
is given in the accompany- 


ing photograph. 





Billy Rogers—Shoe Merchant 


By HAROLD WHITEHEAD 


Business Consultant 


WHAT HAS GONE BEFORE 


ILLY ROGERS wanted to own a shoe store. 

He had $17,000 and some practical experience 
acquired as a salesman in Parker’s Shoe Shop. 
George Morland was willing to sell his store for 
$22,000. Too willing, in fact, as it appeared when 
Billy, acting on the advice of June Solent, con- 
sulted Jethro Blunt, president of Fretton National 


a promising location, acquired a stock and opened 
his store. Experience taught him that store man- 
agement has its problems. Billy’s competitors made 
trouble by cutting prices and to meet the situation 
the young merchant studied the possibilities of 
advertising. He also learned what it means to ap- 
pease the wrath of the displeased customer and dis- 
covered the importance of watching incidental ex- 
pense. He finds some of the traveling salesmen 


Bank, and the latter scanned the figures on Mor- 
land’s business. Billy decided not to buy Morland 
out and after consulting his former, boss, Parker, 
decided to launch his own business. He picked 


most helpful: and accepts their advice on buying 
problems. But the mat- 
ter of collections causes 
Billy and June a lot of 
worry. They decide to 
go on a cash basis and 
send out a collection let- 
ter to customers whose 
accounts are overdue. 
The letter produced un- 
expected results, angry 
protests and lost custom- 
ers. Getting his stock 
down to a_ reasonable 
figure is Billy’s next 
problem. He has some 
strange experiences in 
trying to stage a cut price 
sale. He hears a talk at 
the Chamber of Com- 
merce on retail merchan- 
dising and later confers 
with the speaker, Pro- 
fessor Brinstead, on his 
own problems. He re- 
solves to dispose of his 
dead stock at any cost. 


HE night before Billy 
i left for his trip to New 
York was a busy one. 
He and Lyman Acks worked 
quite late listing all the shoes 
that could properly be classed 
as dead stock. As item after 
item was added to the list Billy 
grew more and more de- 
pressed. Was all his stock 
merely a collection of lemons? 
Yet he determined to {ace 
facts and make one clearance 
of all the accumulation caused 
by his reckless buying. 
While the two young men 
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Billy pays the penalty of reckless buying 


were deciding what numbers to add to the “list of lost 
hopes,” as Billy called it, his two part time assistants, 
Mallory Hupp and Elmer Reams, were busy taking 
accurate stock of the dead numbers. 

Many visits were paid that night to the shed back of 
Parker’s store. There was no light in the shed so the 
two young men did their work with the aid of a flash- 
light. Even June was pressed into service—although 
that capable young lady needed no pressing. She was 
glad to see that Billy was, at last, taking real steps to 
clean up his very unsatisfactory stock condition. 

As quickly as Billy and “Lilacs” added a number to 
the dead stock list, June looked up the maker and the 
cost. After a quiet spell June looked up suddenly and 
exclaimed, “Billy. Every number seems to be from a 
different maker. I didn’t realize you had bought from 
so many concerns. How did it happen?” 

Billy gave a short, bitter laugh. “It happened because 
I was a blithering idiot—and I’m not much better yet. 
I thought because I was a good salesman that I knew 
it all. Say, I’m so dumb that ' 

“That’s enough,” broke in June. “You are talking 
silly now. Everybody makes mistakes, you know.” 

“Yeah, beautiful, but that’s no reason why I have to 
make ’em all, is it? Oh well, believe me, I’ll never get 
into a jam like this again. You see, I figured that every 
shoe concern has a loss leader. So I went around buy- 
ing what I figured was a loss leader. Wise guy me, I 
don’t think.” 

Billy passed another number for June to look up. 
As she said nothing, Billy continued : 

“Y’ know, the idea looked like good dope on paper. 
I couldn’t see but that buying the big cut price num- 
bers would fix me up with a line of shoes that would 
lick anything else in town. And that swell idea got me 
into two bad messes.” 

June looked up and, laughing, said “Tell me what they 
are, big boy, and get them out of your system.” 

“O. K., kid, but at that it’s not such a hot joke. First 
of all, when I got short of cash—would those small 
accounts wait a bit for their money? They would not, 
and Joel Grant put me wise. I’m buying from a few 
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concerns only now; that makes my account worth keep- 
ing, so they’ll be more ready to play along with me if 
necessary.” 

“Hm, hm,” June nodded her head. 
and number two?” 

“This one I doped out for myself. The only reason 
those concerns had a cut price line was because it 
wouldn’t sell at regular price. In other words, they 
were lemons that they had to work off, so down came 
the price. And I, the world’s worst buyer, went ’round 
looking for ’em. And that, my child, is the sad story.” 


“That’s clear, 


UNE burst out laughing, “Billy, your rather wild and 
woolly sense of humor is your safety valve. Any 
other confessions to make while you are in the mood?” 
“Yes, by heck. I’m through for life with cutting 
prices just for no reason.” 

“Meaning exactly what ?” 

“IT refer, sweet maiden, to cutting the price of the 
second pair. My idea of reducing the price of the 
second pair, twenty-five cents is wet, positively wring- 
ing wet.” 

“T thought it was a good idea when you started it,” 
June said, half apologetically. 

“We all did. I remember Captain Jacks praised it to 
the sky as a brain wave direct from heaven.” 

“Whereas, it came from the opposite direction ?” 

“You said it. And the Cinderella Sale helps to prove 
it. I had a lot of one pair returns and then the scrap 
started as to what price to allow. Believe me, wonder- 
ful, I sure had a mean time. Then customers came in 
with friends and wanted two pairs of different sizes. 
I'd explain it was two pairs to one customer, but I 
couldn’t get away with it. I’m cured. And the real 
reason is, that the idea showed me I was a bum salesman. 
k wasn’t selling shoes by that plan, I was selling price. 
If I can’t sell an extra pair on the strength of its quality 
and value, and the extra service it is to have another pair 
in change; well, I don’t deserve to sell ’em, that’s all.” 

In spite of the seriousness of the situation, all of the 
small force were in high spirits. They all felt that Billy 

[TURN TO PAGE 88, PLEASE] 





There’s Plenty of Prosperity Ahead! 


We are taced again with the annual custom 
of choosing our resolutions for the New Year. 
There is room for improvement here—let’s 
modernize our mental storehouse—put it 
upon a perpetual inventory basis—and 
eliminate at once some of the blind spots. 
We are close enough to 1930 so that we may 
almost include it in the present, and use it as 
a connecting link with a promising, prosper- 
ous future ahead. Let’s not carry over into 
1930 any hallucinations—instead let’s draw 
a simple graphic diagram of our hopes and 
aspirations to use as a continual mental pat- 
tern in the months to come. It will look 
something like this— 


The ideal would have eliminated any diver- 
gence from the straight upward trend .. . 
but we cannot deny that certain lines are 
showing some temporary reaction. Purchas- 
ing Power, however, in a country endowed as 
we are, cannot be stayed for long. So— 
master your trepidation—exercise your cour- 
age and energy—1930 beckons to the fighters 
and calls for accomplishment. 


To the Merchants: 


How about your stock? Are you keeping the 
necessary records that tell you which are the 
numbers—the sizes—the widths that are 
actually moving—so that you may order pru- 
dently and well? 


Watch the chain stores carefully. Adapt to 
your needs their carefully thought-out mer- 
chandising methods whenever possible. The 
chains have learned from broad experience, 
and often at great expense. But don’t be too 
dependent. You, too, are an intelligent able 
merchant. 


Are you using the RECORDER up to the 
limit of its ability to serve you? Through its 
pages the manufacturer finds his readiest 
contact with some seventeen or eighteen 
thousand of you merchants and buyers. It 
is the economical way to reach you, and his 
economies in selling through its pages he 
can share with you. But it devolves upon 
you to show the manufacturers that such a 
sales contact is sound and satisfactory. 
Here is an ideal opportunity to cooperate for 
mutual savings. 


To the Manufacturers: 


This constant presentation of your product 
through the RECORDER pages means larger 
and more frequent orders from many buyers 
; but it requires that you focus more 
of your attention upon the dealers—the most 
important factor in the distribution of shoes. 


Consumer advertising makes your product 
known—but it can seldom lead the consumer 
to the right dealer’s store. Better by far that 
you should so strongly sell the dealer on the 
merits of your product that he in turn will 
pass your enthusiasm on to his customers— 
and so make them your customers as well. 
CONCENTRATE YOUR ENERGIES 
UPON THE MERCHANT—t pays. 


Put your product before him in the publica- 
tion that he reads and uses. Use ample 
space, rapid continuity of appearance—they 
will gain you conviction in the minds of the 
merchants. Selling by this method is effec- 
tive because it is timely and constant. 
Through the printed page your message 
clicks each week. Repetition makes for ac- 
ceptance. Cooperate with the dealers for 
lowered sales expense. Let’s all face the 
future resolutely . remembering al- 
ways that prosperity is the result of group 
effort. We must all put our shoulders to the 
wheel—pick up the cudgel—or do our bit 
wherever we are located—to.the outside limit 
of our abilities. 1930 will reward the valiant 
—the conscientious. The BOOT and SHOE 
RECORDER pledges you support—and 
trusts that you severally and collectively may 
find your just share of the good things ahead. 


Daca 6 Te 


President 
Boot and Shoe Recordet 
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Shuglovs’ success... 


Ultra-smart lines . . . a glove-like fit . . . colors with a live appeal . . . that’s 


why Shuglovs by Miller are setting new sales records in protective footwear. 


VEN the best of old-fashioned protec- 
tive footwear failed to capture women’s 
fancy. ‘NO STYLE,” was the verdict of the 
majority of women, and where style is lack- 
ing, sales cannot grow today. 

Then came Shuglovs by Miller—the answer 
to the feminine demand for Style. \/omen 
were enthusiastic over Shuglovs’ irresistible 
smartness, their snug tailored fit. 

Shuglov dealers, too, are enthusiastic, for 
Shuglovs by Miller have broken all previous 
sales records. And the heavy buying months 
are just ahead. 


Stow ELOY 


MILLER 


Shuglovs’ by Miller offer you a 
choice of two fabrics: (1) dainty 
moire rubber lightly but warmly 
lined, and (2) smartly tailored 
cloth. Two styles: (1) button- 
over and (2) concealed Talon 
Hookless Fastener with distinc- 


tive buckle and strap. 
Easily cleaned. 
TIRES : TUBES : 


BATHING WEAR 3 SHUGLOV FOOTWEAR 
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ACCESSORIES AND REPAIR MATERIALS 8 
RUBBER BALLS AND TOYS 


There will always be imitators. There will 
never be but one original. No one has suc- 
cessfully imitated the dainty glove-like fit, the 
style and dash which Miller Shuglovs 


originated. 


Now, to guarantee rapid delivery, Shuglovs 
are stocked in 14 strategic distribution points 
throughout the country: Boston, New York, 
Philadelphia, Pittsburgh, Buffalo, Akron, Cin- 
cinnati, Detroit, Chicago, Minneapolis, 
Denver, Salt Lake City, San Francisco, and 
Portland, Ore. The Miller Rubber Co. of NY. 
Akron, Ohio. 


DRUG SUNDRIES 
MOLDED RUBBER GOODS 











Even Samson, the “Strong Man” 


couldn’t pull the special du Pont Waterproof Pyroxlin Cemented Bottoms Off 
Elam-Compo Shoes! 


7009—Patent, button 7027—Champagne Kid; 
strap. Lizard Trim. 


SOLES 


—have joyous comfort and flexibility, plus nifty Style 
and Better Fitting Lasts. 


Smooth soles and linings. 


ELAM ELAM 
6 No tacks, thread or wax to hurt tender, growing feet. 
() me() Cost no more—better profits because no shoes come (me() 
back. 
Trade Mark New Spring Styles READY NOW. Trade Mark 


SEND FOR SAMPLES 





The Discarded Way The Accepted Way 


~~ - 


You know; lum 4 soles with tacks or You should know; smooth soles Gomiy 


soles, and wrinkled attached; light and flexible; mest 


=. under t 
linings. 











If Your Jobber Hasn’t Them, Write 
Direct to the Factory— 


F. S. ELAM SHOE CO., Inc. 
Rochester, N. Y. 


Boston Sales Room 
532 Statler Bldg. 


800s — Patent; 
Beaver Kid Top. 
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TA 


The Worlds Finest 
BLACK Calf 


Gives both STYLE 
, and UTILITY to footwear 





JETTA CALF by_ Leonard, . ‘ 
Shaw and Dean, Middleboro, A tannage with innate ruggedness that 


protects the shape and finish of Jetta 
Calf shoes through prolonged service— 
The deepest black and highest lustre 


that have yet been put into leather— 
An unrivalled mellowness that gives 
JETTA the soft, friendly feel that 
spells COMFORT. 

These elements contribute much to the 
salability and re-salability of shoes 


made of Ohio’s JETTA CALF. 


on Owing to its adaptability to various 
7 finishes, JETTA CALF fits any price 
range. When you write “Calf” in an 

order, write “Jetta.” 


Swatches will be sent on request. 














) 











e ¢: 10 LEATHER ‘LO, CuPABe 
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EVERY 
WOMAN 
is your prospect 








ARCH FORM .. . . For dress wear 
Super-Flex (Cement) Process . . . $10.00 
Littleway Process... . +... - 8.50 

ARCH FORM .. ._ For general wear 
Flexible Shank Welts .... . . $10.00 
Firm ShankWelts ........ 8350 

en ene ae 


TTACK! ... That’s the order of the day 


for progressive merchandisers of fea- 








ture footwear. 


For today, women—young, old, middle-aged 
—are vulnerable, as never before, to the appeal 


y of well-styled, feature footwear. 


The pace is fast for business woman or 
housewife. Foot strain, with its attendant evils, 


a is an inescapable consequence of modern life. 
ee cH F OP Ry ( But don’t make the obvious mistake of 


Ai THOMAS G. PLANT 
BOSTON, MASS. --- IN STOCK 


Chicago Sales Office: 209 South State Street 
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Schoolgirl, office worker, house- 
wife, clubwoman— all are candi- 
dates for the new Arch Form. 


Jor this amazing shoe: 


approaching these consumers with old-fash- 
ioned conceptions of style-comfort shoes. 


For women everywhere are fast learning 
that genuine style and absolute comfort are 
no longer two things apart. Arch Form fired 
this shot heard ’round the style world at the 
N.S. R. A. at Chicago January 8, 1929. On 
that day Arch Form forever freed foot-trou- 
bled women from the tyranny that ruled: 
“Style is not for you.” 


The Arch Form “Shock Absorber” cushion 


heel makes this marriage of style and comfort 
possible. It cradles and locks the heel, prevents 


the foot slipping forward, and thus gives low 


heel comfort even with Louis heel shoes. 


Write or wire us now for the complete story 
of this wonderful shoe. 


CORPORATION 
CENTERS: BOSTON - ATLANTA 


New York Sales Office: 908-910-912 Marbridge Building 
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at 


RIVIERA, Retail $10 


aff 


CHICAGO, Retail $8.50 














Forefinger indicates rise, built into all Arch Form 
shoes, which holds in place the second metatarsal 
bone and prevents fall of arch at this point. 








The CAROL 


The DOROTHY 


THE SAM B. WOLF SONS CO. 


way to your stor e/ 


Saleimen 


They’re ambassadors of good business—carry- 
ing with them striking new patterns whose 
vogue matches the value of these famous shoes. 


American Girl” 


ARCH SUPPORT SHOES 


will bring prosperity to your 
store on the basis of small in- 
vestment, volume and _ steady 
profits from  popular-priced 
staple footwear, low overhead, 
no mark-downs. 


The STONEHAM 


IN-STOCK DEPT. 


Geared up to IMMEDIATE SERVICE to care 
for every requirement, large or small. Every 
shoe a Goodyear Welt, remember—and carried 


in AAA’s to EEE’s. 


A message today for beautiful In Stock Catalog 
brings it tomorrow 


Cincinnati 
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I “IT WOULD HAVE BEEN A PITY TO THE 

e LOSE THAT BUCKLE, PHYLLIS— EVERgrip 
are I know because I used to lose them until they SHOE BUCKLE 
ery sold me a pair of buckle holders the last time HOLDER 

ied I bought a pair of buckles. They called them Bverarip Bashio Welders ase 


the Evergrip and they surely do hold on. I s > Sey see 

A ev nm w neve 

haven’t lost a buckle since and I have them for e lose a buckle intrusted to 

every pair. They are easy to put on, too. Just = lass ae te & Gea. 
slip a little part under the buckle bar—another piece 

e ° Write us for samples and 

under the vamp. When it snaps it can’t come off. Get prices of the Evergrip Buckle 


. . ° Ik ab h 
a pair of them the next time you are in a shoe store.” ———— 


— —k 
. FRENCH BEADING & NOVELTY COMPANY 
Manufacturers and Importers of Rhinestone Beaded and Cut Steel Shoe Ornaments 

— 226 SO. FOURTH STREET PHILADELPHIA, PA. 
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Alert and capable, the modern nurse 
1s always on duty... and so are 


her modern shoes 


URSE doesn’t mind 

standing for hours at the 
beck and call of fretful pa- 
tients and worried doctors. It 
is all part of her duty. 


Feminine-like, she applies 
this sense of duty elsewhere— 
even to her footwear. Shoes, 
too, have a duty to perform. 
You see, she buys shoes be- 
eause they are stylish and 
pretty. If they lose their good 
looks quickly, they are not “on 
duty.” So she blames the 
shoes, the salesman, the store, 
goes somewhere else to buy. 


But she won’t go some- 
where else if she can buy shoes 
that cherish their style-lines. 
That is why many merchants 
sell shoes equipped with 
Korxole cork innersoling. 
When Armstrong’s Korxole 
forms the foundation, McKay 
shoes, even the daintiest, hold 
their style-lines permanently. 


Korxele is composed of cork 
mix calendered between two 
plies of reinforcing fabric. 
Under no circumstances will 





ARMSTRONG CORK CO. 
Specialties Division 
Lancaster, Pa. 

Boston, Mass 197 South St. 
Milwaukee, Wis..811 Majestic Bldg. 
Cincinnati, O 1017 Broadway 
204 8. Third St. 

11 Brant St. 
1001 McGill Bldg. 


this innersoling stretch or lose 
its flexibility. Since the uppers 
conform to the shape of the 
insoles, style will live as long 
as the shoe is worn. 


Of course this same supe- 
rior cork insole affords the 
very necessary foot-comfort. 
If you would like to try a sam- 
ple pair of these shoes, in any 
type, write to us for a list of 
manufacturers. 





























Armstrong Korxole 


56 


Flexible Cork Innersoling 


PRESERVES STYLE...INSURES COMFORT...PROVIDES MANUFACTURING ECONOMIES 
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yhere are three great reasons 
why it pays to feature 
STANDARD SPATS. 


].. THE SPATS THEMSELVES: 
STANDARD SPATS offer impeccable 
style, perfect fit, and exclusive spat 
fabrics. 

REPUTATION: 
The reputation of over:a half century 


of fine spat-making, enhanced by our 
national advertising compaign this 
year that is making men ask for 
STANDARD SPATS. 


SERVICE: 

Display cards, mats, and dealer helps 
..« plus IMMEDIATE DELIVERY from 
a complete stock of STANDARD 


SPATS always maintained despite 
FOR the tremendous demand. 


IMMEDIATE , 
DELIVERY Best—and best sellers. The STANDARD SPAT 
FROM OUR line includes a complete selection of fine 


spats to retail profitably from $1.50 to $5.00. 


COMPLETE STOCK A stock department is maintained for your con- 


venience. Send for descriptive price list and 
details of our national advertising campaign. 


Boor AND SHOE RECORDER 
combining THe SHoe Reraiter, Dec. 7, 1929 





NEW 
50,000 


760 sguare feet 


16,000 


sguare feet 





Built on a 
remarkably good 
crepe rubber sole 


HARCO 


aaa increasing popularity of these Plantation Finished Crepe 
soles for Sport Footwear is due in no small measure to the fact 
that they satisfy the manufacturer as to their quality yet they 
cost no more than other crepe soles. 


Harco soles have pleased the maker, the dealer and the con- 
sumer—this accounts for our business outgrowing the old 
factory and our location in this new, up-to-date plant. 
Specify Harco soles when 
ordering your sport footwear. 

















HARTWELL-HARTLEY CO. 
RUBBER PRODUCTS 
MALDEN, MASS. 


Boot anp SHOP RECORDER 
58 combining TH» SHop RETAILER, Dec. 7, 





i, 


329 


a new field 


ports 


for profits 


OL 





KILTIE 
No. 983!1—Dark Smoked Elk 
Blucher Oxford, Brown Shark 
Trim and Kiltie Tongue, Kid 
Lining, Gristle Sole and Toplift, 
486 Last, 12/8 Heel. 

Sizes 3-9, Widths AAAA-C, 
Price F 


BEMIDII 


No. 9108—All White Elk Golf 

Moccasin Oxford, White Lining, 

a Gristle Sole and Heel, 
t 


Last. 
Sizes 3-9, Widths AAA-C, Price 
85. 


ia 


WS t osc ~~ 
. eid 


SANTA MONICA 
No. 9106—White Elk Golf - 
, Tan Calf Trim, - 
Center Grid 
eel, 412 Last. 
Sizes 3-9, Widths AAA-C, Price 
$4.75. 
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Leaders choose these sports shoes for young 
women who demand “pep.”’ Stickles welts, at- 
tractively priced at $3.35 to $5.50 to the trade, 
have everything—newest combinations in moc- 
casin vamps, woven effects, two-tone patterns, 
solid woven vamps, shark trims, bucks, Kilty 
tongues and sports soles in blue, red, and green 


against white—also in crepe or gristle. 


Outdoor Girl 


V.S.REG. TRADE MARK 


Sportsters 


Bring goodwill and profits—your inspection of 


this line is the first step towards better business. 


THE L. D. STICKLES SHOE CoO. 


RED WING, MINN. 


N. S. R. A. Conven- 
tion, St. Louis, Jan- 
uary 6, 7, 8, 9, Stat- 
ler Hotel, 430 and 
432. 


WEAVER 
No. 9596—Suntan Beige Calf Tie, 
Almora Calf Weaving and Trim, 
Kid Lining, Rajah Gum Gristle 
Sole and Toplift, 460 Last, 12/8 


Heel. 
Sizes 3-9, Widths AAA-C, Price 
$4.85. 








A Peep Behind the Curtain 


EDITOR'S NOTE 





O the average reader, we 
suspect, publishing a maga- 
zine is a rather mysterious busi- 
ness. He sees the finished 
product that the postman brings 
him—so many pages of reading 
matter and illustrations. He 
doesn’t see the planning, toil 
and thinking that went into it. 
Publications, however, do not merely happen, any 
more than shoes or leather or any other useful thing 
produced by brains plus skill and work. Every minute 
detail, every illustration, every line of type is the result 
of some one’s thinking, some one’s planning, some one’s 
work. If a publication is to serve so as to win success, 
the thinking, planning, workmanship must all be right. 
To make sure that Boot aNp SHOE REcoRDER will be 
the sort of publication that will serve its readers best, 
this publication must have definite knowledge of their 
needs. For this purpose it is not content to depend 
upon the reports of local correspondents or circulation 
representatives. It maintains a direct and constant con- 
tact with its merchant readers through its Field Editor, 
Harry R. Terhune, who travels up and down the coun- 
try, across the continent and back, observing the methods 
and studying the problems of merchants, big and small. 
Mr. Terhune has just completed a 12,000 mile trip 
that took him West to the Pacific Coast, North to 
Alaska and to hundreds of towns and cities in the West 
and Mid-West. He has submitted to the publishers of 
Boot AND SHOE REcorDER a report of the reaction of 
its readers to the new style of publication now being 
issued. This report conveys such an interesting impres- 





sion of what many merchants think of the new REcorprr 
that we believe it will be of interest to all readers. And 
so Mr. Terhune’s report is reproduced herewith, as 


follows: 


Y eighth annual trip has just been completed, cov- 
ering west of the Mississippi River, and very in- 
tensively the Pacific Coast from San Diego to points in 


Alaska. Ten full months on the road permits of hun- 
dreds of contacts with shoe merchants, with a decided 
advantage to Boor AND SHOE RECORDER. 

Some very significant things have happened at re‘ail 
since the merger of the RecorpDER and RETAILER, and thie 
creation of the new and more readable Boot AND Siice 
Recorper. The book actually possesses a maximum 
reading power. It is not the heavy book, full of words, 
of the past; it is a book of ideas. I have used this ar- 
gument time and time again. A merchant will say, ‘! 
haven’t time to read trade papers.” I will invarial)l) 
say to him, “This isn’t a trade paper. It is a book i:!! 
of ideas and not words—edited down and boiled down. 

The most amazing point to me is the way old sub- 
scribers are reading the book. In a high-grade depart- 
ment store I find that the manager of the high-grile 
women’s shoe section, the men's 
buyer, and the bargain base- 
ment man all find something 
there that interests them. 
all the stratas of shoe stor: 
from the exclusive high-gr:le, 
dainty women’s shop, to th: 
tle fellow around the corner ‘ 
a side street—with very 
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exceptions, they all carefully read the book. 
longer a one-sided paper—it is many sided. 

One critic makes the statement that the RecorpeR has 
gone tabloid mad, and that the book is “a painted hussy.” 
It is just this tabloidism, brevity, pictures, color and the 
new idea of treating heavy, dull subjects in almost fic- 
tion fashion, which is making for circulation-wide read- 
ability of the book. 

As a little example of this, a story was played up of 
my trip to Alaska. Nearly every merchant that I have 
met since the story was run spoke about it in some way 
or another. This was all the more surprising to me be- 
cause it was a novel and new experience to have so many 
reveal themselves as careful readers of the book. I find 
that shoe merchants are not relying on the opinions of 
other men so much as they did in the past. They want 
some of the facts in cold type. They look upon opinion 
as being "selfish. They look upon an article in the 
RECORDER as being written with an unselfish viewpoint. 

[ believe also by this same example that advertising is 
being read with more care, for there never was a time 
when a merchant needed to know more about his own 
business than right now. 

I particularly noted that the minor style magazines 
are so one-sided and so vague on style that the merchant 
ignores them, except for those times of the year when he 
is inclined toward novelty goods, which is not more than 
three or four weeks in an entire year. Then he might 
look at everything to see where he could get a few 
window shoes, but by and large the national position 
that we have obtained by Madame Jeffries’ authoritative 
articles has made these papers unnecessary for even a 
style-minded merchant, The fact that these other 
papers give nothing on merchandising practice, and noth- 
ing on news, eliminates them entirely from the consid- 
eration of the merchant who wants to know about his 
industry. 

There is almost universal appreciation of the fact that 
the REcoRDER and RETAILER are combined but that puts 
up an obligation on our part to give in one book every- 
thing of interest to the reading merchant. We do save 
a man’s time and avoid duplication of many articles. 
This makes our book have a fresh approach every week, 
because we are the only book that does as well-rounded 
a job. 


It is no 


NE final thought for the holiday season from a min- 
ing town in Pennsylvania. During the rush days 
in the week preceding Christmas, this store window car- 
ried the usual display of holiday merchandise, but at 
5 o'clock on Christmas Eve, 
every bit of merchandise was , 
taken out of the window, a 
green background laid and a 
miniature Christmas tree set up, 
with its lights and colors. 
In one corner of the window 
a neatly made card wished all 
who looked “A Merry Christ- 
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mas.” Not a piece of merchandise, not even the name of 
the store. Nothing but giving the entire window to a 
genuine display of the spirit of Christmas. Business 
going on inside the store as usual, but to the public that 
store gave its entire display to the crowds on the street, 
to the spirit of Christmas. 

The French, Shriner & Urner store in Kansas City, 
Mo., holds a private sale previous to the general sale as 
most stores do. J. J. Schroeder put over a fast one last 
season in sending out his announcement cards in lots 
of a thousand, several days apart. In this way he handled 
more people and served them 
better than if they had all piled 
in during the usual private sale 
period. After this sale was 
about over, he checked back and 
found some eight hundred men 
had not responded. A last call 
card to this group brought half 
of them in. And that is pick- 
ing them pretty clean. 

Here are some hot shots from Ralph H. Runkle, Santa 
Barbara, Cal.: 

“The best way for a salesman to know the stock is 
to have them have a hand in the buying. 

“A shoe salesman’s classification as to whether or not 
a shoe is ‘good’ is purely a mental condition. What is 
good to one man is a bat to another. 

“Every store needs a good P. M. hound to stir up the 
rest of the selling organization. His results will stimu- 
late similar action in the rest of the boys. 








66 NE reason for the tolerance of dead stock in a 

shoe store is that the boss is afraid to admit to 
his sales force that he has made a bad buy, so he stub- 
bornly holds onto the shoes. If he had put pressure be- 
hind this merchandise the day it was unpacked he would 
have been dollars ahead. 

“We mean to turn our stock every 60 to 90 days. 
Every 60 days all of us stay at the store one night for 
the purpose of going through the stock. Every line, 
long or short, is inspected and talked over. We decide 
what is best to do with that line, size it up—shoot it by 
changing the price—or to let it stay as is. (The ‘We’ 
means every one in the selling organization.) 

“Regardless of the length of time a shoe has been in 
the store, when it gets down to three pairs a 25c. P. M. 
is automatically placed on it. When it gets down to two 
pairs, the P. M. becomes 50c. and one dollar goes to the 
seller of the last pair, whether it has been in the store 
a week or a couple of months. I believe it better to 
pay good P.M.s to the salesmen and so clean out the 
lines fast than to hang on to the shoes, only to sell them 
at a big loss later in the season, if at all. 

“Instead of putting all short lines in a ‘Hash’ section, 
we find shoes of this type move out faster if they are 
placed next to the line that is supplanting or succeeding 
the one in question. All new lines are bought to replace 
some other lines. Men gravitate to the new shoes. 





*. EF 
PROTECTION 


Celastic Box Toes possess a sturdiness 
that gives adequate protection to the 
toes of the wearer and preserves the 
original toe style of the shoe through 
long, hard wear. . . Yet, there is no © 
feeling of stiffness or discomfort, for 
Celastic possesses a flexibility that pre- 
vents pinching, as well as a durability 
that prevents sagging. Celastic —The 
Quality Box Toe, keeps the toe look- 
ing young even when the shoe 


has become old. 








United Shoe Machinery Corporation 


Boston, Massachusetts 


THE QUALITY 
BOX TOE 


U/C 
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SERVICE 


We are ever ready for your 
needs with a complete 100% 
stock service. Prompt atten- 
tion given to all orders and 
inquiries. You will find our 
service on a par with the 
quality of the slipper. Order 
Designed to be merchandised direct from this ad. 
at popular prices and at the 
same time give the merchant 
a very profitable return, these 
slippers offer splendid vol- 
ume returns because of their 
QUALITY popularity. 
“A Better Slipper Cannot Be 
Made”—more than a slogan, 
it is a proven fact, and one of 
the reasons why Vanity Fair 
slippers have appealed so 
strongly to the merchants. 





Vanity Fair 
No. 521 


521—Ladies’ genuine “Vici” D’Orsay, 
“Suntan” moire lining, smooth 
folded inner, moulded counter, steel 


IN STOCK: shank, 12/8 covered heel, leather 


Red, Blue, Green, Purple, Black toplift, padded grain kid sole to 
and Golden Brown, $2.00. match. 


GENERAL FOOTWEAR CORP’N 
Manufacturers of <BR FLEE Quality Slippers for Men and 


Vapity, Zoic Quality Slippers for Women and Children 
476 BROADWAY NEW YORK 
Also Distributed by M. J. Saks Shoe Corp., 144 Duane St., New York 
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in the Gold Room of the Hotel Jefferson, St. 
Louis, during the National Shoe Retailer Associa- 
tion Convention, Jan. 6 to 9, will be an unusual shoe 
presentation. It will be more than an exhibit of shoes. 
Entertainment is being planned in conjunction that will 
feature stage and radio celebrities. Pages will precede 
the models in announcing the manufacturer of the shoe 
being displayed. The “Select Sixty” mannequins, this 
being the number that will present the footwear of the 
manufacturers, are the choice from over five hundred 
young ladies who appeared in the original model try-outs. 
These young women have grace and beauty and that 
vivacity necessary for an appealing appearance on a 
runway. With all of their personal charms, they have 
also dignity and loveliness. A group of dancers, dainty 
and daring, will vary the runway presentations with 
entertaining numbers. The Style Committee promises 
a Pageant of Footwear that will be new and novel, enter- 
taining and instructive. 
Reduced railroad rates have been granted for the 
entire United States and eastern portion of Canada. It 
is necessary when purchasing a ticket to request con- 


Tie Pageant of Footwear, which will be presented 


Models to appear in Pageant of Footwear 


They’re All 


Fairest of Models to Display Correct Fashions 


vention certificate which, when validated in St. Louis, 
entitles the merchant to a half fare return ticket. With- 
out the validation certificate, the reduction cannot lhe 
allowed. 

Other entertainment features are being planned which 
will be announced shortly. The entertainment to be 
provided will be for all visiting merchants. Already 
a definite program has been organized for Monday 
night. Wednesday night will be the annual banquet oi 
the N. S. R. A. This will be held in the Gold Room, 
Jefferson Hotel. 

Charles E. Williams, chairman of the Publicity Com- 
mittee, has completed the campaign of advertising, whic! 
is appearing in trade publications, newspapers in im 
portant shoe markets and twenty-eight trade-papcr 
throughout the country. Harpers Bazar is cooperating 
with the N. S. R. A. in developing convention attendance 
by contributing the inside page of the January Trade 
Service Supplement to the Association. 

The greatest N. S. R. A. Convention ever held is the 
verdict of those closely connected with plans for this 
meeting of shoe merchants and not only is the opinion 
held generally among retail shoe men, but the sentiment 
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Fashions at N. S. R. A. Convention, St. Louis, Jan. 6-9, 1930. 


from Missouri 


in Big Footwear Pageant at N. S. R. A. Convention 


is being heavily supported by manufacturers who will 
exhibit at St. Louis in greater numbers than at any of 
the conventions held during recent years. 


HE New England Shoe and Leather Association, 

through the efforts of its energetic secretary, Thomas 
F, Anderson, announces a special train for its members 
and others attending the convention, leaving Boston 
Saturday, Jan. 4 at 2.15 p.m. New England is heavily 
represented in the exhibits of footwear, and the mer- 
chant attendance from this territory is expected to sur- 
pass figures of previous years. 

Frank Curry, Secretary of the Shoe Manufacturers 
Board of Trade of New York, in a letter to Managing 
Director James H. Stone, likewise announces a special 
train on the New York Central which will transport the 
New York and Brooklyn aggregation of shoe men. 
Brooklyn manufacturers are well represented in the dis- 
plays with many being housed at the New Lennox Hotel. 
A large group of the New York Manufacturers will be 
located in the headquarters hostelry, The Jefferson. Each 
day the mail is filled with requests from merchants for 
hotel reservations. 
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President A. H. Geuting, in a long distance telephone 
message to Chairman Ebbs said: “St. Louis will present 
the N. S. R. A’s. greatest convention. 
my statement, both from the evidence you have sub- 
mitted in actual developments of the work and the com- 
mendation heard from others outside the official family 
lauding the constructive work you are attempting in 
really perfecting a convention helpful to the merchant 
and beneficial in educational features. When we no 
longer devote our energies to the betterment of our own 


I am positive in 


business, we cease to assume the responsibility of leader- 
ship and ideals for which the National Shoe Retailers 
Association was created. Keep up the tireless energy 
displayed thus far—it will reward you in the satisfac- 
tion of knowing that there are those in a great business 
such as ours who do believe that the convention we are 
building is an essential of a well regulated business.” 

The predictions of 10,000 merchants in attendance 
now seem almost certain to be fulfilled. The hotels are 
rapidly filling and merchants expecting to be present 
should send in their reservations at once. This will 
avoid confusion and delay as well as inconvenience and 
possible disappointment. 
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3 Important Essentials 
For Successful Shoe Store Operation 
Now Given You In 
American Interlocking Shoe Store Chairs 


More and Better Trade—Customer Confi- 
dence—Greater Profit— American Inter- 
locking Shoe Store Chairs contribute these 
3 major essentials to build up your shoe 
store business. Your store takes on an air 
of distinction when “American” equipped. 
Is made attractive—inviting to more and 
better trade. For “American” Chairs 
provide that atmosphere of refine- 
ment which discriminating shop- 
pers seek. Build that customer 
confidence so necessary to repeat 
business. Reflect sound manage- 
ment and better values. The result 
will be a bigger profit that makes 
possible successful shoe store 
operation. 

For fifteen years we have been 


“‘New Styles in Shop 

Seating’’ shows many 

attractive styles and 
arrangements 


building beauty, comfort and utility into 
shoe store chairs. Our engineering and 
drafting departments are at your disposal. 
Write us, furnishing dimensions of your 
store and general layout. We will submit to 
you, without obligation, a seating plan that 
will give you greater seating capacity and 
add greatly to the decorative effect. 


Free 32-Page Book 

A free copy of this helpful and 
practical book, “New Styles in 
Shop Seating,” will be mailed to 
interested shoe store owners and 
managers. 32 pages of seating sug- 
gestions for modern shops. Shows 
the way to better trade and pres- 
tige. Write for a copy, today. 


American Seating (Ompany 


1060 Lytton Bldg. 
BRANCH OFFICES 
hia: Rm. 1211 Chestant St. 


Chicago, Illinois 


New York: Rm, 600, 119 W. 40th St. 


Boston: Rm. 304 


MER 











Boot AND SHOP RECORDER 


combining THe SHop ReraliLer, Dec. 7, 


” 


4 


1929 





TO KNOW THESE FOUR RELATED LINES 
IS TO KNOW GOOD PROFITS 


No. 1340X33 
Jack-O-Lantern 
Stitchdown 


No. 1720X132 


Nobby 
Tread 
Stitchdown 


No. 1010x260 


Play Wear 
Turn 


No. 1230X17 
Little 
Sergeant 
Weit 





Concentrated manufacturing and delivery make possible 
the attractive values in each and all of these four lines of 


JUVENILE FOOTWEAR 


Let us tell you about Curtis-Stephens-Embry service. 


CURTIS~STEPHENS ~ EMBRY COMPANY 


FR Ca din + il lias Sennsylvanta 


a 


8 SS ee) 2 ed oe ) Le) NOBBY TREAD SHOES 
PLAY WEAR SHOES 
JACK-O-LANTERN SHOES 


Boor AND SHOE RECORDER 
combining THe SHop RETAILER, Dec. 7, 1929 





DO YOU KNOW 


THAT MANUFACTURERS LIKE 
N 








VER 225 manufacturers are 
using genuine Kafsted for quar- 


ter-linings. tribu 
. e i 

Built like leather. A close matted na 

fibre with a grain and flesh side. and 


Carry 
Kafsted is long wearing, looks like annu; 
leather, and is a money saver. scarci 
carry 


surve 
Ask your manufacturer to show you Nov. 


Kafsted lined shoes. site 

: It 1 
in sto 
increa 


$0.75 


STEDFAST RUBBER CO. |:: 


Onc 
MATTAPAN hand 


costin; 


BOSTON. MASS. dealer 


every 
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Survey of Tennis Footwear 


Department of Commerce Announces Results of Inquiry as to Stocks 


More than twenty thousand 
shoe dealers submitted reports 


HE initial survey of 
dealers’ stocks of tennis 
shoes has just been com- 
pleted by the Rubber Division 
of the Department of Commerce 
with the cooperation of dealers 
throughout the United States. 
Reports received from 20,948 
dealers, covering every State, 
show their total stock of canvas rubber-soled shoes as 
of Nov. 1, 1929, amounted to 2,661,897 pairs, an aver- 
age of 127.1 pairs per dealer reporting stocks. 

In this survey dealers were asked to report their stocks 
of tennis shoes under various price ranges indicated in 
Table I below. The reports show that the average stock 
of 127 pairs consisted of 45 pairs costing the dealer less 
than $0.75 per pair; 31 pairs costing $0.76 to $1 per 
pair; 29 pairs costing $1.01 to $1.50 each; 17 pairs cost- 
ing above $1.50 each; and 5 pairs of specialty oxfords 
and pumps. 

The purpose of this survey, as of the periodical 
surveys of dealers’ stocks of radio equipment, automobile 
tires, and waterproof rubber footwear made by the De- 
partment of Commerce, is to provide information con- 
tributing to trade stability in industries where sales are 
highly seasonal. There is a carry-over of stocks both by 
dealers and manufacturers at the end of every season, 
and knowledge concerning the extent of the normal 
carry-over will be provided through this and similar 
annual surveys, to assist the trade in preventing either 
scarcity or surplus of supplies. It is believed that the 
carry-over of tennis shoes indicated by the present 
survey is not excessive, but a definite idea of the normal 
Nov. 1 stocks can only be obtained through several 
surveys. 

It may be observed that the number of pairs reported 
in stock becomes progressively less as the cost per pair 
increases, 35.7 per cent of the total stocks costing up to 
$0.75 per pair, and only 13.4 per cent of the total con- 
sisting of canvas rubber-soled shoes costing over $1.50 
per pair. 

One the other hand, more dealers reported stocks on 
hand costing $0.75 to $1 per pair than reported stocks 
costing up to $0.75, although the number of pairs per 
dealer was less in the case of the higher priced line. Not 
every dealer had stocks of all classes of tennis shoes 


ment, results 
summarized 
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in the first survey of the tennis 
shoe situation ever conducted 


by the United States Govern- 


in this article 


A rough indication of the 
varying market demand for 
canvas rubber-soled shoes in 
different parts of the country 
is given by showing the per- 
centage of dealers reporting 
stocks of each class for each 
region, using the geographic 
divisions recognized by the 
Bureau of the Census. For example, taking the number 
of reporting dealers in New England as 100 per cent, it 
appears that 17.7 per cent of these dealers handle specialty 
oxfords and pumps, 82 per cent handle canvas rubber- 
soled shoes costing $1.01 to $1.50 per pair, and 63.8 per 
cent handle shoes costing over $1.50 per pair, the high- 
est percentage of dealers with stocks of these items in 
any region. The Middle Atlantic and the Pacific States 
are other regions where the high priced lines seem 
relatively popular, while in the South Atlantic, East 
South Central, and West South Central States, the prin- 
cipal market is for the cheaper lines. 

A separate tabulation was made of those firms whose 
stocks of tennis shoes amounted to more than 500 pairs 
each, the results shown below being also included under 
Table I. There were 487 dealers in this group and other 
average stock per dealer amounted to 1524 pairs. The 
average stock per dealer for the balance of 20,461 dealers 
was only 94 pairs. 

Dealers with Over 500 Pairs in Stock, By States 
Dealers Number 
5 4,496 
1,634 
3,381 
36,141 


6,551 
7,685 


of which are 


Arkansas 

California 

Colorado 

‘Connecticut 

Delaware 

Oe CD og. on vciwies avinses one 


Louisiana 

Maine 

Maryland 

Massachusetts 
Michigan 

Minnesota 

Mississippi 

[TURN TO PAGE 71, PLEASE] 











WO or three men may “‘play’’ him all the 

time. But somehow he gets into position 
in spite of them . . . and shoots basket after 
basket from all corners of the floor. 

The merchant who scores with rubber foot- 
wear needs the extra quality that CONVERSE 
the same kind of extra looks, 
extra service and extra value that Converse 
has been putting into every rubber, boot, 
arctic and gaiter for more than twenty years. 

Take Converse ‘All Star,” for basketball. 
Season after season champion teams have 
been winning with the “All Star.” Always 
first to develop new features, Converse put the 
famous pivot button 
into “All Star’s” 
moulded sole. Stars 
know how much 


can give him... 








“ALL STAR” 
. the champion shoe that “‘all 
star” basketball champions wear. 


UALITY Scores 


. from any angle 





they need this added help for 
quick, sharp turns. NowCon- 
verse introduces the corru- 
gated pivot button for extra 
traction and extra wear at the ball of the foot. 
One-fourth more rubber, with no change in 
sole surface level and almost none in the 
weight... and the sole can’t become slippery. 

These are “All Star’s” outstanding features: 
[1] Cushion heel and arch. [2] Outside back 
stay. [3] Inside back stay. [4] Felled seam re- 
inforcement. [5] Peg top upper. [6] Smooth 
toe lining. [7] Eight-ply toe construction. 
[8] “Korxole” insole. [9] Inside shank stay. 
[10] Corrugated Pivot button. 

Write now for the Basketball Year Book 
and the catalog-broadside that shows you the 
way to extra profits from the “Big C”’ Line. 


Converse 


BIG "C’LINE 
RUBBER FOOTWEAR 


CONVERSE RUBBER CO., Dept. BS-15, MALDEN, MASS 


3932 So. Lincoln Street 101 Duane Street 646 Stinson Blv« 
Chicago New York Minneapolis 
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STATE OF RETAIL TENNIS SHOE STOCKS 


Total Reported © 9cks, Showing Average Pairs Per Dealer 


Cost Price 





Per Pair Dealers 
to Dealer Reporting 
osc ons ce ckeatwasencendenss 15,490 
ee noc a bawewdawdios« ouswuae ede 15,900 
CE lee tcnnneadcnsanwedunpudesewen on 14,483 
a a a ie os a 9,867 
Specialty Oxfords and Pumps ................. 2,419 
ME ta occa aaa ice atenrad cuban 20,948 





Number Average Percentage of Percentage of 
of Per Dealer Total Dealers Total Stocks 
Pairs Pairs Per Cent Per Cent 
948,708 61.2 73.9 35.7 
652,992 41.1 75.9 24.5 
604,050 41.7 69.1 22.7 
357,544 36.2 47.1 13.4 
98,603 40.8 11.5 3.7 
2,661,897 127.1 100.0 100.0 


\ 
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Dealers Number 

Re cx Goh SS ihe se ace 12 30,648 
a ert aul OR ee go 4 2,804 
ee ene ue 5 3,831 
RE Sie ee eee oe ee a wee 
i MOE... sos0eseeoetacanes 5 3,703 
re ene ee 22 17,233 
NCU os. ig ana: cscs avo owl SiR waae fe a res 
ee eae ne ol bere 62 132,824 
POPES CIID on occ ccc vccvesccececed 7 5,505 
I 56 So Cink Cire sae wee nad ath 3 8,537 
| FIC Re en es SO eS 29 84,615 
RSs fog Ue at ls boi ie ee 5 5,952 
I ag Ore. doars ag nawonatanste aad 3 3,219 
cere rere ee 50 75,687 
NE a 5 9,317 
NS nS. os w ame deen = ea 
I so aca ss Wola wis wicks Guscic ours 2 1,431 
OY ta ea i gD 9 15,563 
ree CARES OD a ke Oe eae 19 45,921 
I eres ee sets ects Stet oN kL 2 3,039 
Vermont ..... PAE. Ree aed Ree me 2 1,850 
se gore cc as 5 5,457 
ERE ES ee oe a eae 7 4,426 
I sae oe Aahin Sale siege eee 6 4,499 
I eg he ae pete coh 16 11,758 
ao oe Seale ob anlizwan’ % a ee 
ER Siete Pei Oe he 5 3,047 
ica Nea ie oli rer ae oa, co 487 742,290 


Four completed questionnaires were received from 
companies, each of which operates several stores in dif- 
ferent States, whose stocks probably should be con- 
sidered as national stocks. The stocks held by these four 
companies on No. 1, 1929, were as shown below. These 
stocks were not included in the summary table on page 
1, but are included at the foot of the attached Table ITI. 


Cost Price Per Pair 


to Dealer Total Pairs 
Up ee Dk  eneinbaonbene don cheee 134,137 
Sa eo ats aid ca aroha ve whose kw a 44,062 
ee i cgwsiedn Sed keeciede ease eer 28,270 
Above i ns i i aad Scie 5,128 
Specialty Oxfords and Pumps ............... 369 
a AG nT ne he Seng 211,966 


The number of names on the mailing list used for 
this survey was 129,000. In addition to the 20,952 re- 
ports received from firms reporting stocks on hand, 
2,490 envelopes were marked “Undeliverable” by the 
postal authorities, 1478 responses stated that firms ad- 
dressed were no longer in business, and 6013 reports 
came from firms statin gthey do not sell rubber foot- 
wear of any kind. Furthermore, 2354 returns were 
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made by dealers marked “no stocks on hand at present” 
although (presumably) these firms handle tennis shoes, 
and 404 firms reported that they handle other kinds 
of rubber footwear than tennis shoes, while 1160 other 
firms stated that they do not handle tennis shoes but 
did not indicate whether or not they handle other rubber 
footwear. The total number of responses was 34,851. 
Statisticians may be able to use these data in estimating 
the total number of active dealers. From the above, it 
appears that numerous dealers had completely sold out 
their stocks of tennis shoes before Nov. 1, and that 
consequently the average stock per active dealer is less 
than shown by considering only the reports received 
It seems likely that the 
number of dealers handling tennis shoes is somewhat less 


from dealers holding stocks. 


than the number handling waterproof rubber footwear. 
The percentage of dealers reporting each class of 


tennis shoes was tabulated by regions as follows: 


Specialty 
( yxfords 

Upto $0.76to $1.01 to Above = and 

$0.75 $1.00 $1.50 $1.50 Pumps Total 
New England .... 70.2 77.3 82.0 63.8 17.7 100.0 
Middle Atlantic .. 75.8 77.3 75.7 52.6 15.2 100.0 
EF. No. Central .. 73.6 78.1 74.1 54.4 10.2 100.0 
W. No. Central .. 71.5 79.5 74.4 53.8 12.2 100.0 


Cost Price Per Pair to Dealer 


South Atlantic ... 76.9 70.1 54.9 29.6 9.4 100.0 
E. So. Central ... 77.1 68.2 50.7 26.1 8.1 100.0 
W. So. Central .. 79.3 73.6 54.2 22.7 9.4 100.0 
Mountain ........ 63.4 76.1 68.9 54.7 11.1 100.0 
oe 71.0 78.1 79.1 60.6 11.8 100.0 

Taw WU. S.. «... 79 75.9 69.1 47.1 11.5 100.0 


In commenting on the survey and its purposes, FE. G. 
Holt, chief of the Rubber Division, Department of 
Commerce, said: 

“The purpose of this survey, as with the previous 
survey covering waterproof rubber footwear, was to 
determine the extent of carry-over of stocks by dealers 
at the end of the season. This will furnish a basis of 
comparison for the results of future surveys to be made 
annually. It is*expected that the information provided 
through these surveys will contribute to trade stability 
to some extent tending to prevent either surplus or 
scarcity of stocks.” 
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THE TRAVELING 


A A 


Advance Buying Reflects 
Confidence 


DVANCE orders being placeci for 
spring shoes reflect confidence on 
the part of shoe retailers, and 

totals are considerably larger than last 
year, according to reports from travel- 
ing men. 

Milton Klein, covering New York and 
Eastern territory as far west as Ohio 
and Michigan for the Physical Culture 
Shoe Co., states that his firm antici- 
pates the largest season in their his- 
tory, and that the boys are highly op- 
timistic after their first week on the 
road. 

Already orders received from local 
dealers show a 50 per cent increase, 
and in nearly every case the retailers 
already called on have doubled their 
usual spring commitments. 

One store, which has been in the cus- 
tom of placing an initial order of 
around 300 pairs, bought 650 pairs, 
and another, which seldom has bought 
more than 200 to 250 pairs, placed an 
order for 600 pairs for spring delivery. 


ILLIAM E. CAMPBELL, of the 

Conrad Shoe Co., Brockton, has 
just returned from a seven weeks’ trip 
in which he swung around the coun- 
try. Particular attention was paid to 
the larger cities, including those on 
the Pacific Coast. 


- discussing the preparations thus 
far well in hand for the approach- 
ing convention of the National Shoe 
Travelers’ Association, to be held in 
St. Louis, Jan. 3 and 4, Frank J. Lar- 
kin, president of the National, stressed 
the fact that all shoe travelers, whether 
members of the association or not, are 
welcome to attend the coming sessions. 

There has been much association ac- 
tivity during the past year in Western 
States like Nebraska, Michigan, Wis- 
consin, Iowa, and in the southwestern 
association. This renewed energy is 
due in some measure to the activity of 
Lou Ream, long active in Iowa and 
for the past year vice-president of the 
National. 

In keeping with association efforts in 
various branches of many industries, 
the Travelers’ national organization 
experienced some recession in numbers 
and abatement in interest during the 
years of readjustment, but the past 
administration, with its “saw-wood” 
policies, appears to have turned the 
tide, and further development along 
constructive lines may be expected to 
develop at and from the forthcoming 
convention, to which President Larkin 
extends an earnest invitation to all 
traveling salesmen sincerely interested 
in furthering the interests of this im- 
portant branch of the shoe trade. 
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EWS 


of the Road 


SHOE SALESMAN 


E. Wm. Pres- 
* cott, secretary- 
treasurer of the 
Iowa Shoe T::av- 
elers’ Association, 
is arranging the 
details of an im- 
portant meeting to 
be held in Des 
Moines, Saturday, 
Dec. 21. This is to 
be in the nature of 
a get-together to 
discuss the con- 
vention of the Na- 
tional Shoe Trav- 
elers’ Association, which will be held 
early in January in St. Louis. Dele- 
gates to the convention will be elected 
at this meeting, which will be preceded 
by a luncheon to be furnished to all 
who attend the meeting through the 
courtesy of B. C. Northington, man- 
ager of the Hotel Fort in Des Moines. 
It is expected that many members of 
the Iowa association will attend the 
national convention. A typographical 
error in our issue of Nov. 16 made it 
appear that J. E. Hart was secretary- 
treasurer of the association. 


J. EB. Wm. Prescott 


JjOsEra E. ALLGIER has joined 
the sales force of the W. H. Lampe 
Shoe Co., St. Louis, with headquarters 
at Chicago, taking charge of the States 
of Wisconsin, Minnesota, the Dakotas, 
and northern Illinois. 

Mr. Allgier was formerly associated 
with Menihan, and later carried the 
Wichert line. 

Edward H. Voigt, Texas representa- 
tive of the W. H. Lampe Shoe Co., St. 
Louis, died at his home in Dallas, Tex., 
on Monday, Nov. 25, after a short ill- 
ness due to a heart affliction. Burial 
was held in Palestine, Tex., the former 
home of Mr. Voigt, on Tuesday. 

Carroll Scoggins, of Houston, Tex., 
has succeeded Mr. Voigt as Texas rep- 
resentative for the W. H. Lampe Shoe 
Co. Mr. Scoggins was formerly presi- 
dent of the Texas Shoe Retailers’ As- 
sociation and recently carried the Red 
Cross line in Texas. 


OM SWANTON, who travels the 

entire South for Abbott, Armstrong, 
Abbott, Inc., Auburn, Me., returned to 
his home in Rochester in time to eat 
Thanksgiving turkey, and on Monday 
of this week started for Kentucky with 
his new samples. 

“Business is all to the good in the 
South,” said Mr. Swanton, “and, be- 
ing an agricultural country, few of the 
people know anything about the stock 
market. The South is in good finan- 
cial condition, and the shoe business has 
been splendid right through the fall. 
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Support President Hoover’s 
Prosperity Plan 
By T. A. Delany 


National Shoe 
Association 


RESIDENT HOOVER is asking 

united support for his prosperity 

campaign. He has, as we all know, 
enlisted the cooperation of powerful 
leaders in every line of business. The 
best financial and industrial minds of 
the country have pledged their rigid 
adherence to a program which calls for 
a speedy restoration of prosperity and 
for its continued maintenance. The 
building industry, one of the most im- 
portant key industries of the nation, 
is preparing to let contracts for mil- 
lions of dollars’ worth of construction. 
The railroads have signified their in- 
tention of buying huge quantities of 
equipment. All others are falling in 
line. 

In this movement the shoe and 
leather industry should not lag behind. 
Nor need it lag behind when we reflect 
that all we need is a resumption of 
buying on the part of the retail mer- 
chants. 

It is the suggestion of the National 
Shoe Travelers’ Association that such 
buying can be done now with benefit 
to every branch of the industry. Our 
program calls for the immediate plac- 
ing of orders for all shoes which the 
merchant considers as staples. No risk 
is involved. No one can possibly lose. 
Everyone will gain. 

A program of this kind, seriously 
undertaken by retail shoe merchants, 
will prove to the country that the shoe 
and leather industry is squarely behind 
the administration. It will keep the 
wheels revolving in the factories and 
= keep employees on the factory pay- 
rolls. 

The money earned by these factory 
employees will be spent in retail stores. 
The money thus spent in retail stores 
will result in orders for more merchan- 
dise being placed by the stores with 
factories with whom they do business. 
This will result in added wages for 
employees in other industries, and this 
money, too, will be spent in retail stores 
—for shoes and other necessities. 

If the buying power of the nation 
is restored, nothing can prevent us 
from sweeping forward into an even 
greater era of prosperity than the one 
we have had. 


Secretary, Travelers’ 


RTHUR DEMARAIS, a well-known 

shoe traveler, has recently taken 
over the entire New England territory 
for the United States Shoe Co. of Cin- 
cinnati. 





blind alley or All over the country these busy a 


We are training the men who will be managers of them. 


highroad to 


L.. H. Tretscu sees in the J. C. Penney Company the 
chance for young men of today to succeed as he has. 


Get in touch with us now if you feel that you are the 
kind of man we want. In a few years, you may 
achieve your life’s ambition. Write to J. C. Penney 
Company, Inc., Attention Mr. J. D. Keyes, Room 
1703Q, 330 West 34th Street, New York, N. Y.; or 
Attention Mr. E. M. De Moss, Room 1351Q, 400 S. 
14th Street, St. Louis, Mo.; or Attention Mr. Wm. H. 
Dayton, Room 1323Q3, Russ Building, San Francisco, 
California; or Attention Mr. A. M. Walters, Room 
1125Q3, Perrine Building, Oklahoma City, Oklahoma. 
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SUCCESS? 


HERE are chances ahead with the J. C. Penney 
Company. A good man gets a good job. There 
is one for you if you are the man we want. 

L. H. Treisch tells where he saw his big chance. 

‘After having worked behind the counter of a 
retail store for a number of years, it became my 
great ambition to be some day in a position to 
finance and operate my own store. 

“Six years ago, I came to realize that the possi- 
bilities for advancement and success were greater 
in large corporations which were rapidly expanding. 
At that time I had heard of the high ideals and the 
sound business principles of the J. C. Penney Com- 
pany. I determined to enter their employ . . . and 
make good. 

“In 1923 I began my duties as an associate in 
the J. C. Penney store at Everett, Washington. 
Some years later, my manager was called to fill an 
executive position in the head office of our Com- 
pany and I became his successor as manager of the 
Everett store. 

“*When a man enters this Company, he does not 
become a cog in a machine operating in the same 
routine day after day, with nothing to look forward 
to but his weekly pay check . . . He becomes a 
member of an organization which, in my opinion, 
offers opportunities that are unlimited.” 

A job that grows with you, a position of envy in 
your community—the respect of your friends— 
these things the J.C. Penney Company can give you. 

This is not a ‘‘get rich quick’’ scheme 
There is hard, steady work to be done. There is 
need of your best efforts to meet J. C. Penney 
standards . . . but when you grind for the J. ©. 
Penney Company, you grind out Success for yourself. 

We want men, well educated with a thorough 
understanding of the dry goods, shoe or clothing 
business. We want young men, between the ages of 
21 and 35 years, who have lived straight lives. If 
you can qualify, get in touch with us immediately. 
Men like L. H. Treisch go far with the J. C. 
Penney Company. 
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F. X. Wholley, Prominent 
Leather Man, Dies 


BostTON—Following an illness of sev- 
eral weeks, Francis X. Wholley, 41 
years of age, one of the best known of 
the younger men in the Philadelphia 
and New York leather trade, died Mon- 
day, Dec. 2, at St. John’s Hospital, 
Lowell, Mass. 

Up to the time of his death, Mr. 
Wholley was in charge of publicity and 
advertising for the Keystone Leather 
Company, the Bristol Patent Leather 
Company, and in charge of sales of an 
allied company, the Keystone Reptile 
Tanneries, Inc., with headquarters in 
Philadelphia. 

Mr. Wholley, who was a native of 
Boston, began his business career with 
the United Shoe Machinery Corpora- 
tion and later was associated with the 
Calfskin Tanners Association, doing 
valuable work for that organization 
during the World War. Later he went 
with the Barnet Leather Company, 
with whom he remained as advertising 
manager until two years ago, when he 
moved to Philadelphia to enter the 
employ of the Keystone and Bristol 
Companies. One year later, when the 
Keystone Reptile Tanneries, Incorpo- 
rated, was organized, he took over the 
sales direction of this branch. 

The funeral was held from the home 
of his mother, 1 Priscilla Road, Brigh- 
ton, on Wednesday, with solemn high 
mass of requiem at St. Columbkilles 
Church at 10:30 in the morning. 


Brown Shoe Company Sales 
Show Increase 
St. Loutis—The Brown Shoe Com- 


pany, whose fiscal year ended Oct. 
31, has released the yearly statement 
of the company, reporting net sales for 
the year of $36,753,955.64, a substan- 
tial gain over 


$2,933,255.69. Net profit was $2,739,- 
997.15 with consolidated surplus as of | 
Oct. 31, 1929, of $7.955,423.79. 

The book value of the common stock | 
was reported as being worth $45.19 per | 
share. The common stock and surplus 
account has shown an increase each | 
year since 1921. 

Current assets are listed as $16,- 
781,375.44 against current liabilities of 
$4,976,065.09. 
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the previous period. | 
Finished merchandise was valued at | 


Cold Wave Snaps Up Shoe Business 


Heavy Demand for Rubber Footwear Follows Snow in Metrop- 
olis and Elsewhere—Stocks Sold Out Quickly 


NEW YoRK—Cold weather, accom- | 


panied by snow in many portions of 
the northern section of the country, 
gave a decided stimulus to retail busi- 
ness, particularly in seasonable apparel 
and footwear, during the past week. 
New York experienced unusually | 
cold weather for November immedi- | 
ately following Thanksgiving Day, and 
the cold wave was followed by a con- 
siderable fall of snow on Monday, the 
immediate result of which was a sud- | 
denly increased call for rubber foot- | 





Much 


Sentiment 
Improved 


Retail 


New York.—A surprising im- 
provement in the underlying feel- 
ing of optimism and confidence 
seems to have taken possession 
of retailers during the past week. 
Whereas a week or two ago shoe 





merchants were somewhat unde- 
cided and dubious regarding the 
immediate business outlook, they 
are now looking forward to stable 
conditions and improved trade. 
Stores already report increased 
sales, with the past week show- 
ing marked improvement and a 
decided zest displayed on the 
part of shoppers. 

Trimmed opera and_ step-in 
pumps continue to hold _ their 
popularity. A model in black 
suede using gunmetal and gray 
kid stripes appliquéd across the 
vamp at the throat is noted. A 
combination of kid, suede and 
lizard is seen in a step-in pump 
using suede vamp, kid quarter 
and lizard bow at the instep. 

Saks-Fifth Avenue displays a 
three-eyelet oxford fashioned of 
brown kid and brown suede, with 
built-up leather heel in an inter- 
esting new pattern. A perforated 
seam running along the side of 
the shoe separates the upper half 
of the quarter and vamp from the 
lower half and divides the two 
leathers. 











wear. A number of stores were report- 
ed as practically sold out on popular 
types of women’s arctics following the 
unexpected snowfall. Wholesale houses 
were besieged with calls for arctics and 
style galoshes. Experience of two mild 
winters made retailers cautious about 
stocking up, and the sudden change 
caught them unprepared. Many stores 
were unable to suppy the demand for 


| galoshes in popular styles and patterns. 


As it is always a decided advantage 
for retail shoe merchants to be able 


| to turn a considerable part of their 


rubber stocks into cash early in the 
season, the retail situation generally 


| in the northern section of the country 
| was improved materially as a result of 


the cold wave and the storm that fol- 
lowed it. All rubber types of galoshes 
are proving particularly good sellers 
this season in the stores of the me- 
tropolis. Reports from Boston and 
some other cities indicate that they 
have not as yet gained such wide ac- 


| ceptance in certain localities, but the 


opinion of most shoe merchants is that 
their popularity will increase as the 
season advances. 

Stormy winter weather is not consid- 


| ered so advantageous to the women’s 
| shoe business, aside from rubber goods, 
| as it was in times past when footwear 
| was more of a seasonal and less of a 
style proposition. It invariably helps the 

men’s shoe trade, however, as many men 
| are reluctant to discard old shoes un- 
| til weather conditions 


force them to 
do so. Consequently the men’s shoe 
stores and departments experienced an 
increase in their business which will 
help materially on the December vol- 
ume. 

Reports from other places in the East 
and Middle West that experienced cold 
weather in the past week show similar 


| conditions prevailing, and it is appar- 


ent that the early change to winter 
weather furnished the one impetus that 
could be counted on to impart a much- 
needed acceleration to retail activity in 
footwear during this month. Conse- 
quently the cold wave and accompany- 
ing snow can be regarded as a real 


| boon to the shoe business in localities 


affected. 








VICTORY 


IMPROVED 
Detachable Buckle Holders 


IDEAL SPATS 


Here’s a Spat That Pays 
You and Your 


Customers EFFECTIVE DECEMBER 1, 1929 





NEW PRICES TO RETAIL STORES 
$ .90 a dozen pair 
10.00 a gross pair 
9.50 in 5 gross pair lots 
If your jobber cannot supply you write direct to us. 


The next time one of your cus- 
tomers comes in, just raise the 
hood about cold feet, show him 
Manolis Spats and that will end 

all. Manolis is the oldest spat 
manufacturer in the middle- Every good article is imi- 

west, selling direct to the re- Yf , tated. The PATENTED 
tiene. UY 1ST Victory Detachable Buckle 
STYLES AND QUALITIES y Holder is no_ exception. 
$10.50 to $12.00 dozen pairs Infringers will be prose- 


$14.50 to $18.00 dozen pairs Y 
$22.00 to $30.00 dozen pairs . / cuted. 


SHOE ORNAMENTS 


Rhinestones for straps, vamps and Colonial buckles 
$2.50 to $24.00 dozen pairs 


Cut Steel Buckles $7.00 to $36.00 dozen pairs 
Blue Steels Our Specialty 


Manolis Products Are Sold Only to Shoe Dealers 


ee ee ae ee 


mm 


Manufacturers and Jobbers 
write for new prices. 


Fleming & Keevers Co., Inc. 


MANUFACTURERS 


Manolis Manufacturing Company 
NORTHAMPTON, MASSACHUSETTS 


4248 N. Crawford Ave. CHICAGO, ILL. 
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DIAMOND SPATS 
MADE IN ENGLAND 


Why accept an imi- 
tation when you can 
buy the genuine arti- 
cle for less? 


The Republic 


State at Adams , is 100 years 
. old— None 


CHICAGO : . . Better ! 


In Stock—4 


Place Your Shoe Orders 


Popular 


The ‘Home of the Following Shoe Firms: Tailored fend BD, Shades 
Hagerstown Shoe & Legging Co. Perfect Fit 
KEENE BROS. CO. 


Hamilton Brown Shoe Co. 
Harsh & Chapline Shoe Co. Fashionable 


D. Armstrong & Co. 
Best Ever Slipper Co., Inc. 
Big “K” Shoe Co. 





Burlington Turn Shoe Co. 

The J. R. Burns Shoe Co. 
Burrows Shoe Co. 

Carlisle Shoe Co. 

Chicago Theatrical Shoe Co. 
Commonwealth Shoe & Leather 


Co. 
Cepeland & Ryder Shoe Co. 
Craddock Terry Co., Inc. 
Wm. G. Dodge Shoe Co. 
Dorothy Dodd Shoe Co. 
Dunn & McCarthy, Ine. 
J. Edwards & Co. 
Elwill Shoe Company 
Empire Specialty Footwear Co. 
Excelsior Shoe Co. 
Feltman & Curme 
Cc. P. Ford & Co. 
William Goldstein Shoes, Inc. 
Golo Slipper Co. 


Huntington Shoe & Leather Co. 
Interstate Shoe Co. 

Johns Tilt Shoe Co. 
Marmon Shoe Co. 

McElroy Sloan Shoe Co. 

H. W. Merriam Shoe Co. 
Meyer Bros. Shoe Co. 

I. Miller & Sons, Inc. 
National Felt Slipper Co. 
O’Connor & Goldberg 
Paragon Slipper Mfg. Co. 
Thomas G. Plant Corp. 
Prospect Shoe Co. 

Dr. Reed Cushion Shoe Co. 
E. P. Reed & Co. 
Seymour Troy Shoe Co. 
Sherwood Shoe Co. 
Stacy-Adams Shoe Co. 

St. Lomo Shoe Co. 
Universal Shoe Mfg. Co. 


ALSO: ARNOLD BROS. & CO. (Lasts); FRENCH BEADING & 
NOVELTY CO, (Buckles) and MAISON MANN (Buckles). 


Communicate with OFFICE of the REPUBLIC 
for Information Regarding Available Shoe Display Rooms 





47 WEST 34th ST., NEW YORK 








Telephone 
Lackawanna 1400 


LINCOLN 


Eighth Avenue, 44th, 45th Streets, Times Square 








The highest- priced room at New 
York's new Hotel Lincoln is $7 for a 
large room with twin beds, tub bath 
and shower. A room, with shower, 
for one $3. 1400 rooms and baths, 
$3 to $5 for one, $4 to $7 for two. 


NEW YORK’S NEW HOTEL 
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Shoe Shops Feature Holiday Goods 


Hosiery, Bags and Numerous Items of Leather Offered to Gift 
Seekers by Boston Merchants 


BostoN—Christmas decorations are 
up and Christmas goods are in the 
stores. One list of gifts suggests 700 
different items, and 70 or more are 
wholly or partly of leather. The shop- 
ping throng, particularly the feminine 
part, is in need of good shoes for 
tramping mile after mile through the 
shops. How can a woman choose the 
right gift when her shoes hurt? 
There’s a new approach for the retail 
advertising man. 

At Hanan’s there are some dancing 
slippers whose uppers are made of 
slender strands of gold or silver kid, 
not ornate but having the perfection 
of good taste. Other slippers of the 
same use are in rich fabrics. For bou- 
doir wear, there are slippers of red, 
blue or green kid, and the patterns of 
some of them are Oriental, perchance 
even of the Arabian Nights school of 
design. For gentlemen, there are fine 
slippers of patent leather. Ornaments 
are in bright array, and one of them is 
of the Swastika design, which, so the 
story goes, is for luck. 

In a general way, the fashion of 
snappy, substantial oxfords is good, 
these shoes being of brown suéde, with 
tips and foxings of grain calf and soles 
welted and heeled with leather in the 
style that is called “built up.” These 
shoes are worn with the new stockings 
of wool and silk, not too thick, and the 
combination promises a proper amount 
of protection for the feet against the 
cold, as well as offering a decent meas- 
ure of style. 

Speaking of stockings, the combina- 
tion of dancing slippers and stockings 
te match is again on the Christmas list, 
and often are the two packed in one 
and the same carton. It is a fair guess 
that the shoe stores of Boston have a 
larger and finer variety of hosiery than 
in any former holiday season. It is an 
established fact that the shoe merchant 
is also a vendor of stockings. Some 
stores are handling other goods, as, 
for instance, at the Laird, Schober 








Guarantee Shoe Company 
Features Stage Show 


BIRMINGHAM, ALA. (UTPS)—“Miss 
Acrobat,” the ten-year-old daughter of 
Mrs. J. Jensen, who is touring the 
country demonstrating Acrobat shoes, 
was at the Guarantee Shoe Company, 
recently. Here she staged two shows 
a day and drew large crowds to the 
juvenile department. A stage was 
erected on the floor for her appear- 
ances, 

During the week she appeared at 
local dancing schools and made a won- 
derful hit with them. She also ap- 
peared over radio from a local broad- 
casting station. 

Her routine at the Guarantee con- 
sists of acrobatic dancing, and she is 
appearing here under the direction of 
T. M. Baker, manager of the juvenile 
department. 

rom here she will go to Montgom- 
ery, to Shine’s Walk-Over Store, and 
thence to Georgia and Florida. 
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store on Boylston Street, where they 
have a display of beautiful footwear 
and beautiful bags to match the shoes. 

At Thayer McNeil’s downtown store 
they have some pumps which are very 
interesting because of the shawl tongues 
on them, the tongues being of two tones 
of leather with a close-trimmed fringe. 
The major tone of these tongues 
matches the leather of the vamp. The 
combination is noted of a pump of 
suéde with a tip of lizard and a shawl 
style tongue, also of suéde and lizard. 


Why Some Lines Show a Loss 


MANSFIELD, OHIO (UTPS)—An in- 
teresting and instructive meeting of the 
North-Central Division of the Ohio 
Valley Retail Shoe Dealers’ Associa- 
tion was held at the Leland-Mansfield 
Hotel, Nov. 21, with about a score of 
shoe dealers in attendance. 

The meeting was arranged to dis- 
cuss the survey of a typical shoe store, 
made by Frank Stockdale, head of the 
Store Management Division of the as- 
sociation. Mr. Stockdale showed by 
breaking the stock into its lines or de- 
partments that a number of such lines 
were money losers. This, he claimed, 
was due to slow turnover, lack of con- 
trol of merchandise and selling and car- 
rying old and slow moving stock. 
Remedies were pointed out to help the 
situation. 





As Other Folks See Them 

















lorsheim Shoes mean so 
much more to a man than 
mere shoe service—they're 
one of the finer things of 
life every man should enjoy. 
Most Styles , 
$10 


WALLACH BROTHERS 
For.Florsheim Shoes 
Hart Schaffner & Marx Clothes 











An ingenious treatment of illus- 

tration and description in which 

the reader of the advertisement 

sees the shoe as other people 

would see it if he were the 

wearer. Good strong selling copy, 
too 
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(Kewrrr WINS 
% f 


| Genuine Goodyear Welt 
DON’T LOSE SALES 


for lack of sizes 








| FRADE MARK 


,. RSG.U.S. PAT. OFF.” . 

Scientific Health Shoes 

« forChildren , 
| Insure Normal Feet 











Style No. 110—Patent. 


3/5 Spartan Gold Spot Soles, C, D, $1.80 
Soft Toe—Leather Wedge Heel. 
5%/8 Spartan Gold Spot Soles, B, C, D, 
$2.10 





Leather Box Toe—Leather Wedge Heel. 
8%4/11%, Oak Rend Soles, B, C, D, $2.40 
Leather Box Toe—Rubber Spring Heel. 
Style No. 112—Log Cabin Elk. 
81%4/11% Sizes only, B. C, D, Oak Bend 
Sole, $2.40 
Leather Box Toe—Rubber Spring Heel. 
All runs: Sole Leather Counters; 
Kid Quarter Linings. 


Style No. 100—Patent. 
= yi 101—White Elk, White Welting. 
“  « —-102—Log Cabin Elk. 
“  * —-103—Light Smoke Elk. 

3/5, Spartan Gold Spot Soles, C, D, $1.80 
Soft Toe—Leather Wedge Heel. 
5%4/8, Spartan ~ a Soles, B, C, D, 
1 


Leather Box Toe—Leather Wedge Heel. 
81%4/11%, Oak Bend Soles, B, C, D, $2.40 
Leather Box Toe—Rubber Spring Heel. 
All runs: Sole Leather Counters; 
Red-line-in Linings. 


Terms 5% 10 Days 


SEE OUR LINE 
N.S.R.A. St. Louis Show 
January 6-7-8-9 
Hotel Lennox—Parlor B 
Statler Hotel—Room 324 


"THE JUVENILE SHOE CORPORATION 


OF AMERICA ‘ ’ 
Aurora Missouri 





Manufacturers of Famous National Park Hiking 
Boots, 6 different styles carried In-Stock 








PATENT FOUR EYELET TIE 
Black Caleutta and Patent Overlay 
14/8 Rubber Heel 
AAA to EEE Widths 
No. 4040 Patent. 
No. 1040 Black Kid. 
No. 3640 No. 2040 Tan Kid. 
PATENT CHROME TIE 
No. 1640 Black Kid 
14/8 Rubber Heel 
Sizes 4 to 9 





— $5 &56 


RETAIL 


ARCH-O-THENIK 
THE AUTHENTIC 
ARCH SHOE 


Sizes 4 to 9 


No. 4240 


PATENT FIVE EYELET TIE 
14/8 Rubber Heel 
Sizes 4 to 9 


No. 1240 Black Kid. 
No. 2140 Tan Kid. 


A to E 


Five Dollar Retailers come and 


go—but Arch-O-Theniks go for- 


ward, year after year, to 
creasing popularity. 


Why is this? 


If your wholesaler cannot 
show you 
ARCH-O0-THENIK SHOES 
write us direct. 


numbers. 


in- 


Because these real Correctives 


look and act like Ten Dollar 


Of OO SF wet ee See oe ee 


es ee 


Appearance rings the bell. And qualities, such as arch 
moulded counters, genuine Kid quarter linings and fine 
leathers bring the customers back for repeat orders. 


Ask for our complete catalog and story. You will not 


regret it. 


The ARCH MOULDED 
COUNTER 

This specially designed coun- 

ter fits snugly under the 
BLACK KID OXFORD arch and giyes easy and 
oi wm elastic support It gently 
Sizes 4-9 10/8 Rubber Heel prevents the inward roll of 
B-C-D-E Width, Style No. 


No. 158 
BLACK KID BOOT 
C-D-E- Width Sizes 4 H 
13/8 Rubber Hee! 





the foot which leads to arch 
1560 troubles. 


EEE Width, Style No. 1590 
feel 


This is a 100% fitting low 


heel Oxford. 
SHOE MANUFACTURING COMPANY 
HARRISBURG, PA. 


GEL 


GOODYEAR WELTS 


etailers 
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Shoe Men at Business Conference 


Representatives of Several Branches of Industry Attend Wash- 
ington Conference Called to Cooperate in President’s 
Stabilization Plans 


WASHINGTON—At the suggestion of 
President Hoover, and in cooperation 
with the Federal Department of Com- 
merce, the Chamber of Commerce of 
the United States will take the initia- 
tive in marshaling the efforts of all 
branches of trade and industry with 
the common purpose of maintaining 
economic stability and keeping business 
activities at normal levels. Representa- 
tives of 32 manufacturing groups met 
at the National Chamber headquarters 
in Washington, Dec. 5. 

This action was decided upon at the 
second of a series of conferences held 
by President Hoover at the White 
House, at which more than a score of 
outstanding representatives of trade 
and industry discussed present eco- 
nomic conditions and the business out- 
look. It was agreed that some definite 
organization should be established un- 
der a committee representing the dif- 
ferent industries and sections to fol- 
low up the President’s program. The 
consensus of the conference was that 
the National Chamber should under- 
take this task. 

In accordance with the plan as out- 
lined and announced by President 
Hoover, those attending the White 
House conference would act as a tem- 
porary advisory committee with the 
Secretary of Commerce, who was au- 
thorized to add other members. Julius 
H. Barnes, chairman of the board of 
the National Chamber, was asked to 
create an executive committee from the 
members of this group and the various 
trade organizations. In accepting the 
task, Mr. Barnes said: 

“As chairman of the board of direc- 
tors of the Chamber of Commerce of 
the United States, I shall proceed im- 
mediately to carry out the suggestion 
of the group which met at the White 
House today, and, with the approval 
of President Hoover, asked me to see 








0. C. A. C. Holds Meeting 


BROCKTON, Mass.—Leon P. Dutch of 
Doremus & Co. of Chicago, who pointed 
to the fact there are seven million per- 
sons engaged in retailing and whole- 
saling in the country, supporting an- 
other 30 millions of people, was the 
speaker at the monthly meeting of the 
2 saad Advertising Club held here 

Ov. 

It bd one of the biggest meetings 
of the year. President John J. Feeley 
presided, and also introduced B. Harri- 
son Cort, sunerintendent of the Stacv 
Adams Co., who recently was elected 
president of the local chamber of com- 
merce, and who pointed out the value 
the chamber and the advertising club 
can be to the community. 

George M. Rand, chairman of the 
committee, which planned the Novem- 
ber meeting, introduced Mr. Dutch. A 
steak supper was served in connection 
with the meeting and music was fur- 
nished by a ladies’ orchestra. William 
T. Card and Burton L. Wales assisted 
Mr. Rand with the program. 
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to the creation of an executive com- 
mittee from the group and from the 
various trade associations. 

“We expect to call together as soon as 
practicable, possibly within two weeks, 
a fairly large group of trade associa- 
tion representatives, perhaps from 100 
to 200 men. They will be drawn from 
associations both within and without 
the membership of the Chamber of 
Commerce of the United States, so that 
they will be broadly representative of 
the major phases of American business 
activity. At that meeting we hope to 
get a wide interchange of information 
as to the exact situation in business, 
as to its important present elements of 
strength and weakness. From this in- 
formation it is hoped that suggestions 
may be made looking toward stabiliza- 
tion of business conditions. 

“This meeting of trade association 
representatives will be asked to make 
recommendations respecting the person- 
nel of the executive committee which 
the Chamber has been asked to create. 

“At the meeting it is hoped that sug- 
gestions may be made with regard to 
courses of action which both business 
and government may take to sustain 
business through the immediate future 
and over a longer period.” 








Timely and Interesting 





THE PAJAMA MULE 


Y For Lazy 





Evenings! 


This sophisticated little 
square-toed model in 
Crepe, just $5.95 ot 
Wise, comes in black, 
seo green, fuchsio, 
gold or burnt orange 
trimmed with gold and 
silver Kidskin ... And 
we have o vottdly of 
otherboudoirslippers! 





a 
E 
E 


6 
384 FIFTH AVENUE 
at 26th Street 





37 west steerT 
108 BROADWAY (et 46th Sr.) 


STORES IN EVERY IMPORTANT CITY 





possible that a good 
many retail shoe merchants are 
missing an opportunity to sell 
more slippers by intensive—and in- 
telligent—sales promotion that 
shows the customer their usefulness? 


Isn’t it just 
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Wear Straight 


ET the inside story of 

these shoes and you'll 
know why dealers from 
Maine to California are 
sending in repeat orders. 


Write for Catalogue 


Police 


Shoe 


777-DS—Blk. Evans Heavy Kid 
= = 
Cif. Stormwelt 


— Blk 
ii “DS— BK. -Cif.-S-Welt-Long Ctr. 


Orthopedic 
Last 
No. 1 


k. Evans Ruby Kid 
. Kid. Arch-Support Insole.. 
. Mellow Kaffor-Ca 


60—Blk. Evans Ruby Kid 
S60—Blk. Kid Arch-Support Insole.. 
80—Blk. Mellow Kaffor-Calf 
85—Tan 


MUSEBECK 
SHOE, COMPANY 





DANVILLE, ILLINOIS 


te 


4.60 
Rueping’s Heavy Calf.... ry 60 


Mellow Kaffor-Calf.......... 4.60 


5 
Mellow Kaffor-Calf.......... 4.60 
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SOPHIA 


This great temple dedicated 
to Wisdom is the greatest 
achievement of Byzantine 
architecture. It has hardly 
been surpassed in the sound- 
ness of its construction by 
any edifice raised by the 
hand of man. 
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THE United Cushion Heel is notably 
long-lived because of the exceptional 


quality of its materials and the sound- 














ness of its structural idea... It is out- 


standing for its beauty of design and 








shoemaking advantages. 
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Dae, 
UNITED SHOE MACHINERY CORPORATION 


, wy, BOSTON, MASSACHUSETTS 
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WHERE TO BUY 


Men’s Shoes 








FoR MEN i 
M. A. PACKARD CO., Makers (P) 
BROCKTON 





NETTLETON 
Shoes of Worth 


A. E. NETTLETON 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. 


MEN’S FINE SHOES EXCLUSIVELY 


co. 








MEN’S 





Stacy Adams Co. 


Manufacturers of 


SHOES 


Brockton, Mass. 


FINE 

















‘HIGHEST 


east EST OR. MASS. U.S.A. 


ONLY” 








Ten foe 


87 STYLES IN STOCK 


EMERSON SHOE MFG. 
ROCKLAND, MASS. 


Dew acount 


50ST aun ae mor 











WRITE TODAY FOR CATALOGUE 


co. 








hi BUSINESS 1S WANTED SELL- 


_fy 


BTAAGS mann ngp-e7tagale 
BION F-REYNOLDS CO™ BROCKTON MASS 








Tieing Up Shoes with Events 








How I. Miller featured formal footwear and riding boots during the recent 
rations suggested the Horse Show in modernistic manner and Colt-Cromwell 


Increase In Orders 
Noted In Cincinnati 


CINCINNATI, r 
of mail orders were received at Cin- 
cinnati factories the 


these two materials. Moire, satin and 
linen slippers are also being shipped 
out in pretty good quantities. 
Appearance of numerous new Spring 
samples is noted at local factories. 
Many of these are slightly different 
from those of Fall and Winter, while 
a few altogether new patterns are in 
evidence. The most unique of these is 
a sandal made of thongs interlaced at 
odd intervals. 


and it is understood that the makers 
intend recommending them to be worn 
with or without hose. Various other 
sandal-effects are being worked on and 
from all appearances, manufacturers 
expect Spring to be a big sandal sea- 
son. 


is reported that shipments for holiday 


sales have been heavier than for sev- | 


eral years. Many orders were coming 


in the latter part of November for | 


immediate delivery and these were 
pretty well divided between silk and 
satin and leather. 


Out for More Members 


BIRMINGHAM, ALA. (UTPS).—A 
drive for memberships in the South- 


eastern Shoe Retailers’ Association has ‘| 
28 offi- 


been launched. Each of the 
cials and directors of the association 
have been asked for members of the 
trade eligible, and these men will be 
solicited, according to Alex Reiss, one 
of the directors. 
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OHIO—A nice volume | 


last half of | 
November. The majority of these were | 
for suede and lizard, as it appears that | 
merchants generally under-bought on | 


A great deal of the foot | 
will be exposed in a shoe of this type | 


House slipper manufacturers have | 
been very busy for some time and it | 











Uniforms for Saleswomen 


Los ANGELES, CAL. (UTPS)—The 
Wise department store of Long Beach 
is working out a new idea in the mer- 
chandising of shoes. The entire foot- 
wear department recently moved to the 
third floor of the Wise building, shar- 
ing quarters with the ready-to-wear 
and millinery departments. The idea 
is to “ensembleize” the various depart- 
ments so that women can buy clothes, 
shoes and other accessories with con- 
venience in the one store. 

C. E. Bruckner, the store’s shoe buy- 
er, reports a large increase in business 
within the few weeks since the new 
arrangement has been inaugurated. 

Another new departure in the sell- 
ing of shoes is that patrons are now 
served entirely by women clerks, at- 
tired in uniform costumes. The store 
works on the theory that a greate! 
intimacy exists between the customer 
and the salesperson when the custome! 
is a woman. 


Correction 


In the Nov. 23 advertisement of the 
Musebeck Shoe Company, Danville, IIl., 
the shoe description which should have 
appeared under the heading “Ortho- 
pedic Last No. 1,” was by mistake put 
under the heading “Orthopedic Last 
No. 2,” and vice versa. The descrip- 
tions should have read as follows: 


Orthopedic Last No. 1 
70—Blk. Evans Kid 


| S70—Arch Support Insole 


90—Blk. Kaffor-Calf 
95—Tan Kaffor-Calf 


Orthopedic Last No. 2 
60—Blk. Evans Kid 
S60—Arch Support Insole 
80—Blk. Kaffor-Calf 
85—Tan Kaffor-Calf 
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In the World of Fashion 








Horse Show, one of the foremost events in the world of fashion. 


The deco- 


boots were displayed. The display filled both windows of the 34th street store 








Large Downstairs Shoe 
Section at Gutman’s 


BALTIMORE, Mp.—Julius Gutman & 
Co., have formally opened its new shoe 
department, which is the largest down- 
stairs shoe department in Baltimore, 
Md. While it occupies a basement loca- 
tion, it is not a bargain basement shoe 
shop. It is the only shoe department 
the store has in which are featured 
shoes for women, misses’, children and 
slippers for men at popular and low 
prices, 

For the formal opening, Julius Gut- 
man & Co., offered shoes in three 
groups for women, misses’ and children 
at $3, $2 and $1.50. The three dollar 
group included women’s novelty low 
shoes of patent leather, satin dull 
leather, tan, velvet, suede, lizard calf, 
in strap, step-in, buckle, pump, tie and 
oxford style and other types of women’s 
shoes. The group also included shoes of 
many leathers and in a number of 
styles for misses’ and children. 

The two dollar group _ included 
women’s novelty low shoes of various 
leathers and in many styles, women’s 
arch-support shoes, and misses’ and 
children’s shoes in many leathers and 
of many styles. The $1.50 group 
women’s, misses’ and children’s shoes 
in all wanted leathers and fabrics in 
strap, tie and oxford style. 


Business Good in Texas 


AusTIN, TEx. (UTPS)—Carl Muller, 
owner and manager of the Muller Shoe 
Company’ of Austin, Texas, reports an 
excellent sale of shoes this fall, much 
greater than that of last year. 

Mr. Muller believes the increased 
sale of shoes is caused partly by the 
fact that he has a more complete and 
varied stock of men’s, women’s and 
children’s shoes. 
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Cold Westies 
Sells Shoes 


in Columbus 


COLUMBUS, OHIO (UTPS) — With 
colder weather and the approach of the 
holiday season trade at retail stores in 
Columbus has been stimulated to a 
large extent. During the latter part 
of November when the thermometer 
registered below freezire, customers 
flocked to the stores for fall footwear. 
This was true both in men’s and wo- 
men’s business. 

In woman’s demand, suédes still hold 
the center of the stage, with kids sec- 
ond and revtiles third in importance. 
Brown and black suédes in opera 
pumps and strap effects are very pop- 
ular and are selling briskly. Mat kids 
are also good sellers. while reptile 
leathers, largely lizard, are good busi- 
ness getters. There is a developing de- 
mand for reptile and kid combinations 
and also reptile and suéde effects. In 
kids, brown, black and blue are the best 
sellers, although there are infrequent 
calls for green and red. 

Strap models with cutout 
tions are very popular in Columbus 
stores. The T-strap effect is also good 
and there are many versions of the 
strap which are being shown. Buckle 
effects are also being shown to a 
greater extent than formerly. The 
vamp is slightly longer, especially in 
the better styles and higher priced 
lines. As to heels, very little change 


decora- | 








WHERE TO BUY 
Men’s Shoes 


8 





“A MAN’S DECISION” 


THE 


SHOE 


Boston—183 Essex Street 
N. Y.—915-917 Marbridge Bldg. 
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WHERE TO BUY 


Women’s Novelties 
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BIARRITZ SANDALS 
(ORIGINAL) 
FOR LARGE VOLUME 
BUYERS i 
Write Direct 


BIARRITZ SANDAL S 
33 W. 27th ST.. NEW YORK 








BONDWAY 


CESS 
of remark 
smartness and 


produces footwear 
able lixhtness, 
flexibility 








BOND SHOE COMPANY, 132 Duane St., New York 





WHERE TO BUY 


Women’s Shoes 





Did Reed 


a oe ~~ gt SHOE CO., 


INC, 
Buffalo, N. Y STOCK 











is apparent, although the long spike | 


heel for dress purposes is outstanding. 
Cuban and Spanish heels for street 
wear are popular. 

The vogue of tinting party slippers 
to match the frock is spreading. Many 
of the high class shoe departments 
specialize on crépe or other fabric 
slippers for tinting. 
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WHERE TO BUY 


Shoe Forms 





TRANSPARENT OR WHITE FAIRY 
SHOE FORMS 
Light, Inexpensive and 
Practically Invisible 


Linings and case num- 
bers easily seen when 
transparent form is in 
shoes. Write 








THE SHOE FORM CO., Auburn, N. Y. 











WHERE TO BUY 
Men’s & Women’s 
Slippers 


Me, 447 
$238 


L. B. EVANS’ SON 00., Wakefield, Mess. 














MEN’S FINE 
HAND TURNED 


SLIPPERS 


Manufactured 


Prices from ved 
$2.15 to $3.50 W. 8. CHASE & SONS 
Haverhill, Mass. 


Boston Office: Room 501, Statler Bidg. 

















FOR MERCHANTS 
WHO DEMAND QUALITY 
Send for Beautifully 
Illustrated Catalogue 


Brass Bros. & Feinroth 


1 East 17th Street New York 














PARISTYLE FOOTWEAR MFG. CO., INC’ 


Factory and Salesroom 
40-46 West 25th St., New York City 


High Grade Turn Mules and D’Orsays 








Retail Volume 
Is Holding Up 
Survey Shows 


New YorkK—“As people have had op- 
portunity to bring a calmer judgment 
to bear on what has transpired they 
are coming to realize that the pros- 
perity of the country is not dependent 
upon the fluctuations of the stock mar- 
ket,” says the- monthly review of eco- 
nomic conditions issued by the National 
City Bank of New York and released 
for publication this week. 

“This is not to say that the fluctua- 
tions in the market do not affect busi- 
ness, for it is a well known fact that 
they do, both psychologically and by 
affecting the purchasing power of a 
large number of people. Such fluctua- 
tions, however, are not the major in- 
fluence in shaping the course of busi- 
ness. In the end the stock market must 
be guided by business and not business 
by the stock market. If the business 
situation itself is sound, as we feel it 
is, then business should have no need 
to fear a serious or protracted de- 
pression.” 

Summarizing the results of its own 
inquiry as to the effect of the stock 
market situation thus far on retail 
business, the review continues: 

“This bank has made inquiry through 
representatives of The National City 
Company of the leading department 
stores in nearly fifty cities throughout 
the country as to the trend of sales 
during the first three weeks of No- 
vember as compared with the corres- 
ponding period of last year. 

“Of the one hundred and fifty-seven 
stores that furnished information, 
eighty-two stores, or 52 per cent, re- 
ported increases over last year and 
fifty-three stores, or 34 per cent, re- 
ported decreases, while twenty-two 
stores reported sales practically un- 
changed. The increases for the stores 
making increases ranged from 1 to 43 
per cent and (eliminating four stores 
that showed 30 per cent or more in- 
crease due to much larger floor space, 
additional departments, etc.) averaged 
6.7 per cent, while the decreases ranged 
from 1 to 30 per cent and averaged 
6.8 per cent.” 

“A great many of the stores report- 
ing decreases stated that the reason 
therefor was not the stock market 
break, but the unseasonable weather, 
although. others admitted that their 
sales of higher priced and luxury 
articles had fallen off materially. 

“Actual dollar value of sales was 
not requested, but if it were assumed 
that the stores were all of approxi- 
mately the same size and that all the 
percentage gains and losses (except 
the four stores showing special gains 
referred to) could be combined and 
given the same weight, the composite 
result would be a gain of one per cent. 
Without the dollar figures, it is of 
course impossible to measure this pre- 
cisely, but from the statistics given 
the conclusion does seem justified that 
the unfavorable consequences to retail 
trade of the stock slump have not been 
as general as might have been sup- 
posed. Looking forward to the Christ- 
mas trade it is encouraging to know 
that Christmas club distribution this 
year will reach $600,000,000, a new 
high record. 
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Cattle Slaughter Higher; 
Hide Imports Up 


New York — Preliminary figures 
compiled by the New York Hide Ex- 
change indicate that cattle slaughter 
for November will be higher than 
November of last year, said R. 
Katzenberg, president, yesterday. 

“Hide imports, which have been con- 
sistently lagging behind last year, are 
now substantially the same as at this 
time in 1928,” said Mr. Katzenberg. 

Trading in raw hide futures on the 
Hide Exchange has been running at 
high levels thus far in November, and 
indications are that total sales for the 
month will establish a new high record. 


Northwestern Convention 
Plans 


MINNEAPOLIS—Preliminary work is 
well under way for the convention of 
the Northwestern Shoe Retailers 
Regional Association, January 27, 28 
and 29 at Hotel Nicollet, Minneapolis. 
One of the outstanding features of the 
meeting will be a style discussion by 
Miss Clara Rue, with Schuneman & 
Mannheimer’s store in St. Paul. Miss 
Rue will discuss the relationship 
between womens’ garments and foot- 
wear for spring. 


To Increase on Kid 


PEABODY, Mass.—The Allied Spe- 
cialty Leather Co. has leased the whole 
of the Beebe plant on Pierpont Street, 
and is equipping it to make 500 dozen 
kid skins daily, in glazed and dull, 
suede and novelty grain finishes, in- 
cluding snake kid. The firm formerly 
operated a part of this factory. The 
Allied Kid Co. sells the product of this 
tannery. 


Production Stepped Up 


SALEM, Mass.—Vaughan Bros. are 
setting up new equipment in their shop 
at 409 Bridge St., and will increase 
their output to 100 cases a day on 
welts and stitchdowns for boys and 
girls. This means an increase of ap- 
proximately 25 per cent. 


Victory Shoe Corp. Operates 
New Store 


Through an error it was stated in a 
recent issue that Cohen Brothers were 
proprietors of the Victory Shoe Store, 
which has been opened at 525 South 
Broadway, Baltimore. This store is 
operated by The Victory Shoe Corpora- 
tion, chartered in Maryland and oper- 
ating stores in that state, District of 
Columbia, Pennsylvania and North 
Carolina. 


Another Foot Comfort Shoe 
Shop in Omaha 


OmAHA—Doctors Baker and Funder 
have opened a shoe shop in Room 727 
of the new Barker Building. They 
have stocked both ladies’ and men’s 
shoes. The shop will be known as the 
Foot Adjuster Shoe Company. Mr. G. 
O. Plorian, for six years with the 





Stryker Shoe Co., is the manager. 
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Adopt Novel Merchandising Plan 


I. Miller & Sons Attempt Experiment of Introducing New 
Styles in December as Antidote to Dull Waiting Period 


New York—An experiment by I. 
Miller & Sons, Inc., in the introduction 
of new styles in December comes as a 
daring merchandising step, deserving 
of careful observation. “Shattering 
Tradition ... Smartly Dressed Women 
Do Want New Styles in December... 
Why haven’t they had them?”, is the 
opening headline of the newspaper cam- 
paign introducing the idea to New 
York, Philadelphia and Chicago, and 
one which will make many a merchant 
wonder if this may not prove the solu- 
tion to the dull “waiting” December 
period, when many women defer their 
purchases for the January sales. 

This experiment may prove the way 
out of semi-annual sales periods and 
tremendous markdowns, but for the 
present involves many problems. The 
stores have up to this time been buy- 
ing on a seasonal basis. Now they turn 
to a continuous procession of style. 
Even January would bring in its new 
styles. Stock records must make 
transition along with its advertising. 
Buyers must watch closely and become 
more keen. 

The burden of supplying these new 
styles will naturally fall upon the 
manufacturer, it is pointed out, but the 
manufacturer today realizes he must 
be ready to go forward with the mer- 
chandising trend. In the case of I. 
Miller, they are enabled to carry on 
the experiment in their own stores and 
then pass on their facts to their 228 
agencies and to the industry as a 
whole. 

The idea has its possibilities, par- 








Seventeen Per Cent Gain in 
Montgomery-Ward Nov- 


ember Sales 


NEw YorK—Montgomery, Ward & 
Co.’s November sales were $29,852,303, 
an increase of 17.3 per cent over No- 
vember, 1928. The 11 months’ sales 
were $255,731,305, an increase of 27.6 
per cent. 

November sales were the largest for 
any November in history and it was the 
19th consecutive month to show a sales 
increase over last year, G. B. Everett, 
president, said. 

“TI believe the people of this country 
are intelligent enough to know that 
when they keep on buying it means 
that manufacturers can keep on pro- 
ducing and that a good employment 
situation naturally results,” he de- 
clared. 

_ “We expect to continue opening addi- 

tional stores in our retail chain, as we 
feel retail business will continue satis- 
factory. So far as our mail-order busi- 
hess is concerned, we are reasonably 
optimistic as to the outlook because of 
our surveys, which indicate an ex- 
tremely favorable agricultural con- 
dition. 

“We fully expect December also will 
rove @ good business month, due 

rgely, of course, to Christmas buying 
and for which we have made quite elab- 
orate preparations in all of our stores.” 
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ticularly for those in-between months 
when women are waiting on the 
weather. In-between season colors and 
in-between season leathers may be ex- 
ploited on a limited sales plan and a 
limited stock plan. What we now know 
as seasonal buys might be placed on a 
monthly delivery basis, instead of com- 
ing in on one order. A few more trips 
to market may be necessary, but the 
idea does sound healthy and progres- 
sive. 

“While we may have to change our 
present plan to meet conditions estab- 
lished before its inception,” I. Miller 
and Sons report, “we feel that we shall 
gradually evolve a merchandising and 
buying system that will prove an ex- 
cellent stimulus to sales and profits, 
and which will eventually reduce the 
length and volume of semi-annual 
sales.” 

It will be necessary in the case of 
December styles to guarantee their 
prices in January, it is pointed out. 
This has already been covered in the 
plans for January and prices shall be 
maintained for all new styles. Prob- 
lems will be many at first, but as the 
confidence of the public is gained and 
other merchants see the wisdom of 
adopting the plan, it is hoped that 
benefit will be derived both by the 
woman who purchases and pays for 
style protection, and by the merchant 
for whom semi-annual sales have been 
a necessity rather than desired promo- 
tion. 





New December Styles 
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DECEMBER 
SLIPPERS 
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STOCKS LOW? 
N efenet h «? 
I. Miller Shops! 
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One of the advertisements used by 
I. Miller to introduce radical inno- 
vation in merchandising 
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WHERE TO BUY 


Men’s @ Women’s 
Slippers 








TUPPER SLIPPER CORP. 
200 Tillary St. 


The Last 
Word in 
Quality 
Slippers 


Soe 


aa" 





Brooklyn, N. Y. 











ALL 


LEATHER IMPORTED CZECHO SANDALS 


FOR IMMEDIATE DELIVERY 


Patterns Riga—Tan and 
Berta—. 


Patterns 


R. STERN CO., 303 Fourth Ave., 


Brown 
All Tan, Tan & Black, All White. 
White & Black 
irwin W. David, General Manager 


New York 





The Daytime Slipper 
Fiest quality upper stock, genuine 
leather counters, turn construction ; 
extra fine leather soles in natural 
finish, eteel shank. Made over com- 
bination last by skilled Italian turn 
shoemakers. ks and fits like 
dress shoe with boudoir comfort. 

to C_ widths. 

ORDER A SAMPLE PAIR TODAY 


Sachs & Vigorith, Inc. 
Makers of Hand Turned Footwear 
1401 Central Parkway 
Cincinnati, Ohio 


WHERE TO BUY 
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Store Fixtures 
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WHERE TO BUY 
Ballet Slippers 


lai eli tele 





BLACK KID BALLET SLIPPERS 


MADE ON —— AND LEFT LAST® 
‘om. Miss. Childs 
69¢— (Top Grade) ber} 1.40 1.86 









6os— 1.30 1.35 
Coast Prices Slightly Highe 
Brooks Shoe Mfg.Co. 
Philadelphis— IN 
Swanson and Ritner Sts. STOCK 


Leos Angelee—1163 so. Hill St. 





Popular Aesthete San- 
dal in Faun and 
Gray suede. Also, 

full line of danc- 
ing footwear 
and accessories. At once 
service. Send for catalog. 











Coast Representative: 
MR. A. F. WINSLOW 
5205 El Rio Avenue, 

Eagle Rock, 
Los Angeles, California 




















Im Stock Black Ballet 
Slippers 


Ladies’ $1.25 pair 

Misses’ $1.20 pair 

Childs’ $1.15 pair 
BLOG SHOE ©9.. EBC. 


147 Duane Str 
New York 

















BALLET , SLIPPERS—IN STOCK 


of the unusual kind 
B102 Bik. Kid Hand Turn 
Soft Toe 


T 
Child’s 6 to 11—$1.35 
Misses 11% to 2— 1.40 
Women’s 2 % to8— 1.45 
Also Toes 


TZ & HERDE a. 
ofpetsiin is In Ballet and Comfort i 
No. 1ith St., Philadelphia. "Pa. 














u 
Sori 


Rights and Lefts 
Two Grades 
























¥ wm. 
1.25 SUMNER 
In Stock SMITH 
325 West Monroe Chicago, Ill. 
, Soft Toe 
= so 
Ballets 
Black — 
Expertly Desi 
le Me. 100—Regular —_* Chita 
Oteck Ne. 100—Buck Sole.... 200 0 
au. F. materr SHOE co. Manufacturers 
5 Girard St., Chieage 








Lynn Expects 
Season to Open 
With a Rush 


LYNN, Mass.—New styles in plenty 
are ahead, for the designers are burn- 
ing the midnight oil and the pattern 
shops are already working overtime to 
produce the pattern pieces for the 
pretty shoes that will be worn in 1930. 
Things will start up with a rush after 
this seasonal dull spell is over, or Lynn- 
ers have missed their guess. The rate 
of consumption of women’s shoes this 
year was the largest in history, and 
with 6000 new shoppers appearing in 
the stores daily, by reason of the in- 
crease in population, volume of business 
should show another increase next year. 
That’s the way Lynn men calculate it, 
and manufacturers are forming a new 
association to succeed the present 


Manufacturers’ Bureau, the purpose 
being to push prosperity to a new high 
peak. 


For immediate business, oxfords are 


‘strong, and the fashion of a substantial 


oxford or tie of suéde, tipped and foxed 
with grain calf, or tailored, as some 
say, is very good, especially when worn 
with the new light warm stockings. 
Some of these oxfords are heeled with 
leather. Pumps, too, are good, and 
some mention is heard of business in 
opera pumps of patent leather. A tan- 
ner tells of a_ gain in sales of the 
shiny leather. Kid, in black and brown, 
continues the leading leather by far. 
Tanners of calf are interesting manu- 
facturers in new lightweights of colors 
that have a sparkle finish. 

For future business, the beiges and 
the sunburns are showing up strong, 
with the shoe manufacturers touching 
them up with illuminating colors, as, 
for instance, sunburn touched up with 
bright red, and a few are adding a 
reptilian or other trim so as to get a 
three-color effect. The “Candy Shoe,” 
an interesting specialty, is trimmed 
with a ribbon; in colors, suggestive 
of the ribbon candy of Christmas. Then 
there are the draped effects and the 
woven designs, introducing weaves of 
colored strands of leather in both 
vamps and quarters. 

The most thrilling styles, doubtless, 
are the Thracian sandals, which are 
scarcely more than soles with strands 
of leather to hold the sole to the foot. 
Large production of elk leather in the 
tanneries foretells a big season on sport 
shoes. 


Trade Active in St. Louis 
District 


St. Louts—The monthly review of 
general business in the Eighth Federal 
Reserve District, just published for 
November, reports business in the dis- 
trict generally active, with no relative 
changes reflected as compared with the 
preceding several months, although in 
some lines decreases took place in pro- 
duction and primary distribution. 

Weather during the early Fall was 
unseasonably warm, which fact was ac- 
countable in a measure for backward- 
ness through retail channels. Whole- 
salers in lines investigated report ad- 
vance ordering of holiday goods below 
expectations. 
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St. Louis Manufacturers 
Complete Spring Lines 


St. Louts—The St. Louis shoe manu- 
facturers have all but completed the 
Spring lines which will be ready for 
the men shortly before the first of the 
year. The opinion of some of the 
managers of the women’s division of 
the general lines houses is that pumps 
will lead in the demand and they stress 
particularly a new narrower toe short 
vamp last. 

Plain patent will lead in popular 
priced footwear with the sun-tan shades 
piling up a good score for second place 
position. Baby Louis heels especially 
15/8 are scoring heavily in the demand 
with the 19/8 types not being omitted 
from the popularity. Lower cut straps 
are also noticeable in the display of 
Spring patterns. 

November in the general line is ex- 
pected to be an improvement over the 
same period of a year ago. Mail orders 
are exceptionally large with some firms 
reporting record breaking days. The 
opinion is held that this situation re- 
flects the low inventory of merchants 
throughout the country. 





Gold and Black Store 
Trim Effective 


Los ANGELES, CAL. (UTPS)—Wat- 
kins Bootery, one of the most complete 
shoe shops in Orange County, was re- 
cently remodeled and is now opened to 
the public 

Shoe windows of the new store, which 
is located in the heart of Santa Ana’s 
shopping district, are decorated in gold 
and midnight black, with drapes fringed 
with gold. Shoes are placed on angu- 
lar display shelves of futuristic design 
and the colorful floor coverings draw 
out the line beauty of the merchandise. 

Inside the store is an attractive 
“island window,” on either side of 
which are double doors in modernistic 
design. 





Editors Visit Shoe Plant 


AUBURN, Ma.—The Ault-Williamson 
Shoe Company’s turn shoe plant here 
was selected by the editors of twenty 
McGraw-Hill publications to visit on 
a recent tour of inspection of repre- 
sentative New England factories. These 
editors visited about seventy plants on 
their tour, the Ault-Williamson’s being 
the only shoe plant inspected in Maine. 

A report was rendered by the editors, 
covering their opinions and recommen- 
dations, to the New England Council 
at the fifth annual conference, held 
recently at the Hotel Statler, Boston, 
with 1400 delegates in attendance. 





Shoe Men Delegates at 
N. E. Conference 


AUBURN, MeE.—Charles Ault and 
Lester B. Shackford, of the Ault- 
Williamson Shoe Company and the 
Ault-Shackford Shoe Company, were 
delegates from the Auburn, Me., Cham- 
ber of Commerce to the Fifth New 
England Council Conference at the 
Hotel Statler, Boston, Nov. 21 and 22. 
Mr. Ault is a member of the Council, 





representing Maine. 
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Perfumed Shoes 


CINCINNATI — Announcement has 
been made by the Selby Shoe Company, 
(Portsmouth, of perfumed shoes in its 
Arch Preserver line. According to 
Selby, this new departure in footwear 
is creating interest wherever shown. 
Already thousands of pairs have been 
sold to Selby dealers in various sec- 
tions, notably California and New York. 

Dealers who feature the new idea are 
convinced that the perfuming of shoes 
promises to be one of the most popu- 
lar innovations in_ shoe retailing. 
Women are delighted with the novelty 
of perfume in footwear and consider 
it another dimension of style. It is 
another application of the psychological 
principle that the more senses an arti- 
cle appeals to, the greater is one’s ca- 
pacity for enjoying it. 


Opens Second Store 


Los ANGELEs, CaL. (UTPS)—John 
Anderson, prominent shoe dealer of 
Hawthorne, recently opened shop Num- 
ber 2 in Lennox, another suburb of 
Los Angeles. The store is finished 
attractively and has modern fixtures 
throughout. It is being managed by 
Mr. Anderson’s son, Ralph. 

The Anderson shoe store has been 
one of the leading Hawthorne retail 
establishments for more than seven 
years, and the rapid development of 
the section made necessary the expan- 
sion and opening of the second store. 


Purchases Studio Booterie 
Stock 


Los ANGELES, CAL. (UTPS)—The 
Factory Outlet Shoe Store recently 
opened its doors for business at 103 
East Fourth Street in Santa Ana. 

All the stock formerly owned by the 
Studio Booterie was purchased by the 
new firm. In addition, the store has 
stocked a number of well-known lines 
bought as samples from various shoe 
factories, and the footwear is being 
offered at low cost. 

Oscar Hunt, known in the shoe trade 


for 27 years, is managing the new es- | 
| shoes. 
| solves all heel seat troubles and elimin- 


tablishment. 


Detroit Shoe Man Dies 


DETROIT, MicH. (UTPS)—Abraham 
Broudy, for nearly 20 years engaged 
in the shoe business in Detroit, died 
at his home in Detroit recently. As 
a young man he started in the shoe 
business and for many years operated 
a store at Oakland and Clay Avenues. 
For the last years he has been doing 
business at 1434 Farmer Street. Mr. 
Broudy was prominent in Masonic ac- 
tivities and was a member of the 
Knights of Pythias. 


Harvey Johnson Manager 


MARQUETTE, MicH. (UTPS)—Harvey 
A. Johnson. well-known shoe man in 
the Upper Peninsular of Michigan, has 
resigned his position with the Newark 
Shoe Company, of Baltimore, Md., and 
has accepted a position as manager and 
buyer of the ladies’ and children’s shoe 
department in Getz Department Store, 
at Marquette, Mich. 
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Cold Snap Big 
Trade Impetus 
in St. Louis 


St. Louis—With six inches of snow | 


covering the city when the populace | 


awoke Thanksgiving morning, followed 
by a cold snap sending the thermometer 
to zero, the retail shoe trade experi- 
enced a tremendous increase in buying 
on Friday and Saturday. 

Men, women and children bought 
rubbers, galoshes, shoes, boots, warm 
felts and merchandise of all types. 


They came early and were rattling the | 


doors after the shades had been drawn. 


It was a rebuff to the comment too fre- | 


quently heard during the last forty 
days that the stock market would have 
its effect. It was irrefutable evidence 


that there is plenty of money for the | 


necessary things of life and plenty left 
over for an additional pair of galoshes, 
although hundreds of pairs removed 
were practically new. 

Men’s business was a boom to the 
stores. In practically all instances it 
was impossible to handle the crowds 
on Friday, but the momentum reached 
its height on Saturday afternoon when 
many of the stores catering to the 
men’s trade became a milling mob. 
Boys’ high-top lace boots proved the 
most salable item in this division of 
the business. 
an extra pair sales as oxfords and high 


shoes on a majority of the boys being | 


waited upon were in fine condition. 

The leather footwear with its share 
of the volume. added to the heavy de- 
mand for cold weather merchandise, 
ran the day’s sales to high altitudes. 

In many stores it was reported that 
the cold wave would put November over 
the top. This volume was badly needed, 
as seasonable merchandise had been 
moving slowly during the past twenty 
days. 


New Shoe Counter 


HAVERHILL, Plymouth 
Counter Co., 151 Essex Street, is in- 
troducing to the trade a new counter 
for McKay, Littleway, and Compo 
The new product. it is claimed 


ates the necessity of pounding the seats, 
or pricking up the heel seats by the 
heelers. The counter also produces a 
close-rounded. high-grade turn anvpear- 
ance on the heel seat. The local com- 
pany, which succeeded the George H. 
Webster Company, has started a 
branch factory in Lowell which is 
operating at capacity. John Herlihy is 
the owner of the business and George 
L. Smith, superintendent. 


Shoes and Hand Bag 
Combination Good 
OMAHA—The Napier Booterie is now 


| showing several combinations of shoes 


| 


with the lady’s handbags to match. 
One of the latest, and one that is tak- 
ing well with society ladies, is the 





In many cases this was | 


WHERE TO BUY 


Dancing Sandals 
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DANCING SANDALS 
(ALSO USED IN GYM 
CLASSES) 

We. 188.—Made in pearl, tan 

we black suede. Also made 

‘m black d. Only pearl 
carried in stock. 


Price 75¢. 
BROOKS SHOE MFG. 








co. 
Ritner and Swanson Sts., Philadelphia, 





* KENDALL’S 





For Aesthetic 
Dancing 


IN STOCK 
IN GREY AND 
FAWN. 


A SIDELINE 
MONEY 
MAKER 


Send fer Crestor 














white brocade shoe, trimmed in silver | 


and gold. The bag is of the same ma- 
terial and trim. While not new to 


Omaha, yet the fad has just now taken | 


hold to the extent that it is proving 
very profitable. 
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KENDALL SHOE COMPANY a 
HAVERHILL, MASS 


* 





WHERE TO BUY 


Dancing Tabs 
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CLOG DANCING TAPS | 


Made of special alu- 


attached. 
Price De. Per Pair 
Brooks Shee Mfg. Ce. 


An 
ier" “Be. Hill St. 





WHERE TO BUY 


Shoe Ornaments 


or 1 cael eel ll ila ll ele 


—— 


SHOE 
ORNAMENTS 


for 
MANUFACTURER 
and 
RETAILER 
THE 


REYNOLDS <a 0 COMPANY 


Providence, Rhode Island 






























CHAS. F. CLARK, Inc. 
1403-1409 W. Congress St., CHICAGO 


WHERE TO BUY 
Spats 


SPARTON 














Manolis Spats 
Can’t Be Beat 


The oldest spat manufac- 
turers in middle west sell- 
ing retail 
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ON APPROVAL 
WE CARRY STOCK FOR YOU! 


PRICES: 









TOPS THEM ALL 

IN STOCK NOW 

#, All Selling Colors 

10.50 to $36.00 dozea 
Sampics on Request 

STAR FOOTWEAR MF@. 









DUNHILL SPATS 









































IMMEDIATE 
DELIVERY... 
From our com- 
plete stock of fine 
spats that retail 
from $1.50 to 

$5.00. 


Send for price 
list. 


S. Rauh & Co. 
650 Sixth Ave 
New York 















Billy Rogers—Shoe Merchant 


[CONTINUED FROM PAGE 47] 


was to relieve them of the old shoes, 
the sight of which depressed them all. 

Fifteen minutes later the store was 
in darkness, and Billy and June were 
seated in Felkington’s Restaurant hav- 
ing ice cream. 

“Yes, and when I get back I'll put 
some time in with Sidney Patten. I 
believe that chap will be able to build 
up quite a big house-to-house business.” 

But June said nothing. She didn’t 
want to say anything that would 
dampen Billy’s enthusiasm. She felt 
he would need it all in New York the 
next day. 

Even though Billy took only one 
shoe of each dead number, he had a 
good big package to take with him 
when he left Fretton station the next 
morning on the local to New Haven. 
He would change there for the New 
York express. 


H's spirits were high. He felt ready 
to battle with anybody and planned 
to get rid of his shoes with little loss. 
He read the newspaper until the train 
got to New Haven. Then, when he was 
settled in the day coach of the express, 
he looked over his “list of lost hopes.” 
June, with her sense of accounting 
completeness, had totaled the shoes 
and the cost of them. Billy shook his 
head unconsciously as he read. Total 
pairs 1026. Total cost $3,262.68—aver- 
age cost per pair $3.18. 

“Phew,” he muttered, “I sure would 
have cooked my goose if I hadn’t had 
a few thousands more than I really 
needed.” Well, nothing to do until he 
got to New York. He opened his grip 
and took out the current issue of the 
Boot AND SHOE RECORDER and began 
reading it. He put it on his lap and 
looked thoughtfully out of the window. 

“I wonder if that’s been one of my 
troubles?” he mused. “It seems that 
there’s no end of things to worry about 
today to run a shoe store. Style. And 
I just bought shoes—am still just buy- 
ing shoes—and if I was on my job I’d 
know what women were going to wear 
—what the fashionable colors would 
be, and—and everything.” He pulled 
his left ear, a habit he had when he was 
thinking intensely. Then his eye fell on 
his big package of samples, and a smile 
that was half sneer came on his face. 
“And that bunch of junk is just a 
price buy, with no thought of whether 
they would sell. Just bought because 
they were low-priced—and I fell for it. 
I sure win the tripe medal. But style 
—I wonder what I could do. Would 
June be able to help? No, I need some 
one who is right up on fashion—al- 
though June is sure a good eyeful.” 
He couldn’t help being loyal to June 
even in his own musings. 

“I wonder if I could hire someone 
to give me the very latest—” He 
picked up the Boot AND SHOE RE- 
CORDER again. “I ought to be kicked,” 
he said aloud, and then looked around 
sheepishly to see if anyone had over- 
heard him, but apparently no one had. 
“Here I wonder about style, and every 
week this magazine has given me the 
latest news on it. I wonder if I’m the 
only one who forgets that his trade 





journal is really an assistant man- 
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ager.” The train, pulling up at 125th 
Street, broke the chain of thought and 
before long Billy was one of hundreds 
walking up the slope to the Grand 
Concourse. He went to a nearby hotel 
and checked in. Then, getting into a 
taxi with his package of shoes, he was 
soon riding down Madison Avenue to 
his first place of call. 

As Billy looked up Duane Street, he 
noticed the number of signs and name 
plates all telling the world that shoes 
were on sale there for the retailer who 
wanted them. Finding his number he 
climbed a flight of stairs and was soon 
talking to a Mr. Lunam. 

“My name’s Rogers, from Fretton,” 
Billy began. 

“T see, glad to meet you, Mr. Rogers. 
Can I show you our line?” 

“No, I've a lot of overstock I want 
temperature 
“We 


Mr. Lunam’s 
seemed to drop twenty degrees. 
don’t deal in jobs.” 

“They aren’t jobs exactly. I bought 
too heavily and want to get my stock 
down right away.” 

“T see, being pressed for cash, eh?” 

“Certainly not. I’ve got plenty of 
money.” 

“Wish I had. However, Mr. Rogers, 
I’m afraid we’re not the people for 
you. We never carry jobs. Our trade 
wants regular stuff they can fill in. 
Any time we can do business with you, 
give us a chance. You won’t have jobs 
on your hand if vou give us a crack 
at your business.” 

Ten minutes later Billy stumbled 
down the stairs. Mr. Lunam was not 
interested in even looking, but wanted 
Billy to “just give our samples the once 
over.” But that didn’t suit Billy, so 
they parted, each feeling a little irri- 
tated with the other. It was a new 
experience to Billy. Until now he had 
met customers in his store, people who 
came in to buy—he had also met repre- 
sentatives of shoe concerns who wanted 
ew business; these men deferred to 

im. 


“NO use worrying,” he thought. So 
he trudged along to his second 
prospect. In this place he met a young 
fellow about his own age. He was 
dark, had shrewd calculating eyes and 
a nervous energetic manner that ex- 
pressed itself in shouting to and at 
the various people who worked there. 
While talking, he continually washed 
his hands with invisible soap or else 
waved them expressively. Billy felt 
clumsy and simple compared to this 
self-confident and capable young New 
Yorker. 

After stating his message Billy felt 
relieved to have the young man say, 
“Sure, open ’em up. I’ll buy anything 
I can make a dollar on. “Effie!” Billy 
jumped as the young man yelled to a 
tousle-haired girl. “Go tell Abe to 
come here.” 

The gir] slid off her chair and walked 
through the combination of warehouse 
and showroom. Billy watched her, fas- 
cinated. He never saw anyone chew 
gum at the speed of Effie. That young 
woman spied Abe across the big room 
and yelled, “Abe, come ’ere. Sam 
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wants yer.” Abe looked up from a 
case he was unpacking and yelled back, 
“Wha’ for?” 

Effie did not deign to reply but 
slouched back, chewing as wildly as 
ever and slid onto her chair again. 

“So this chap’s Sam, I suppose,” 
Billy thought. What his other name 
was he did not know. 

“Come here, mister. You can open 
’em up on this table. I want Abe, my 
partner to see ’em. He’s the buyer. 
I sell.” “Abe,” Sam gave a terrific yell 
which brought an equally noisy “I’m 
coming.” 

The samples were soon opened and 
Abe strolled over to the display. “This 
feller, from some town in Connecticut, 
wants to unload. Got caught short. 
Wants yer to give him a bid on ’em.” 

Abe gave a rather surly nod and 
picked up one shoe after another. 
“Some old timers I’ll say,” he growled 
after a time. “What do you want for 
’em?” 


“How much will you give?” Billy 
felt that would be a shrewd way 
of trading for price. 

“You’re selling, ain’t yer. Name yer 
price.” Abe tossed a shoe on the table 
with exaggerated contempt. Billy be- 
gan to feel that he and Abe would not 
be good friends. However, he had to 
sell his shoes, so he answered. 

“They are all prices. Let me quote 
you on any one number you like to 
pick out.” 

“Hell, we don’t buy that way. How 
many pairs yer got and how much for 
the lot as is? That’s the only way to 
trade on that junk.” 

“These shoes aren’t junk. They are 
good, snappy numbers. Only I’ve got 
too many.” Billy felt his temper rising. 

“Pipe down, kid. I know them shoes. 
They come out of the Ark. Yer can’t 
talk to me about shoes. Well, give a 
price or don’t. What yer sav?” 

“Well,” Billy temporized, “I’ve got 
one thousand and twenty-six pairs. 
They cost me three eighteen a pair 
and I got ’em cheap for spot cash.” 

Abe looked at Sam. then both men 
laughed. “I’ll say they saw yer comin’, 
kid. My God, three eighteen for them.” 
Abe picked up one of the much despised 
one-strap pumps and gave it a look 
of such contempt that it was all Billy 
could do to hold himself in. 

“T’ll have to sock this wise guy on 
the nose,” he thought viciously. Then 
he thought again of nearly three thou- 
sand pairs of shoes, each pair getting 
a weekly salary and earning nothing. 
Billy thought of Professor Brinstead’s 
discussion on Turnover and cooled 
down. He was prepared to put up with 
a lot of unpleasantness to unload his 
lemons. 

“Of course, I expect to take a little 
loss,” Billy began—when Abe broke in 
with “Can the chatter, kid. It don’t 
get yer nowhere. You got stuck wit a 
lot of junk. We can sell ’em at a price. 

know what they are—so just name 
the lowest figger.” 

“To take the whole lot, spot cash, 
I'll take—two-fift~ » pair,” Billv sighed 
as he named his price. 

Abe shook his head and without a 
word walked back to his job of unpack- 
ing the case. Billy went red with anger. 
“Even if he doesn’t buy, he needn’t 
be rude,” he thought. Then Sam acted 
as peace maker. 

“You mustn’t mind Abe, mister, he’s 
all right. It’s only his way. Bvt you 
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can’t expect him to lissen to no price 
like two-fifty for them.” 

“Well, what will you give?” 

Sam looked thoughtful and replied 
slowly. “You jest wait here while I 
talk to Abe.” ‘ 

There was no chair handy, so Billy 
sat on the table, while Sam and Abe 
talked together to the accompaniment 
of much gesticulation. Billy glanced at 
the girl, Effie. She was looking at him, 
still chewir~ of course, and recognized 
his attention with a broad, good- 
natured grin. 

After some delay, Sam came back 
and announced the result of the talk. 
“T’ll tell yer what we’ll do, mister. 
We'll give yer dollar-twenty-five a pair 
for all you got, and you take it out in 
trade. We'll fix you up with a swell 
line of real numbers.” 

Billy shook his head. “No, that don’t 
interest me.” He began stacking up his 
samples. 

“Now wait a minute, mister. We 
want to do business if we can. You 
take it out in shoes and I’ll guarantee 
every number will sell. If I give yer 
any number what don’t move quick you 
can change it for somethin’ else. That’s 
talking, ain’t it mister?” 

“That isn’t the trouble. 
for a dollar-twenty-five.” 

Sam looked genuinely surprised. 
“Yer won’t? Say, mister, you jest try 
to get more. I tell yer what you do. 
Take the rest of the dav and see if 
yer get a better offer. We want to treat 
ver fair. We want to do business with 
yer. We carry a real line of hot num- 
bers right up to date. That’s why we 
offer yer so much. ‘If we lose on ’em’ 
I says to Abe, we’ll make it up by sell- 
in’ him as a reggler customer. That’s 
the honest truth mister.” 

“Wanted on the phone,” Effie yelled 
so Sam excused himself. While a loud 
and good-natured argument took place 
on the ’phone, Billy packed up his 
samples. He felt irritated, yet some- 
how he realized that these two voung 
men were shrewd yet square traders. 
Still, he was not going to give his 
shoes away. 

In spite of Sam’s arguments, Billy 
left to try his luck elsewhere. All day 
he went from one place to another un- 
til it seemed to him that his feet would 
drop off. He received fair offers occa- 
sionally for an odd number or two, 
but he decided to sell the whole lot at 
one time. He knew if he sold the odd 
numbers that had some value, the re- 
mainder would be hopeless. 


I won't sell 


-—_—_ 


E almost made a sale of the whole 

lot at a dollar seventy-five to a fine 
old concern. The buyer was a dignified, 
white-haired man who carefully esti- 
mated values and then announced. 
“Mr. Rogers, these numbers are old, of 
course, but I think I would take them 
at a dollar seventy-five, cash ten days 
after delivery. That is, if the sizes are 
not too bad.” 

“My goodness,” Billy said to him- 
self. “This is some loss. Nearly half 
price—but—.” Then aloud, “Very good 
sir. I’ll take it.” 

“Now let’s check un the sizes.” Billy 
felt sick when he saw the buyer shake 
his head sadly and then heard him say, 
“It’s too bad, Mr. Rogers, I ought to 
have checked that up first. But they 
are all out sizes—or the most of them.” 

Nothing to do but pack up again 
which Billy did. He returned to his 
hotel feeling thoroughly discouraged. 

[TURN TO PAGE 90, PLEASE] 
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WHERE TO 
Spats 


BOND STREET 
Spurs 


Styled in BEngland— 
Equal in every way 
to the finest im 
ported spats — but 
made over here and 
priced eo 
Very complete line 
in wide range ef 
prices and all eo» 
rect shades. Nation- 
ally advertised. 


Write for price list and samples. 
THE WILLIAMS MFG. CO. 
PORTSMOUTH OHIO 





Church’s 
Imported Cloth Spats 


Also white linen spats for formal 
and theatrical affairs. 

LYONS & COMPANY 
122 Duane Street New York, N. Y. 


Fesrecron 
PERFECTION 
oe} == fGe 


CONSISTENTLY 
THE BEST 
Perfection 8 pats 
have been manu- 
factured for the 
past 40 years in 
all the prevailing 
colors: Pearl Gray, 
Fawn, Taupe, and 
Light Fawn. (Prices and samples on re- 
quest.) 











Perfection Overgaiter Co., Ine. 
eS 107 College Street, Burlington, Vt 7 
REE CRE I NERA NAR tit 


WHERE TO BUY 
W ooden Sole Shoes 


ll el ili el 





WOOD SOLE SHOES 
Heavy Full Oil 
Grain Leather 


nee 1887 
Milwaukee, Wis. 
uBR A 








Do You Know? 


That you can buy or sell it through 
the “Where to Buy” column. This 
feature in its quick service is a time 
saver in meeting immediate needs. 

















WHERE TO BUY 
Children’s Slippers 


Rest - Ri 


field Ave., Chicago 


WHERE TO BUY 
Children’s Shoes 





IDEAL BABY SHOE CO. 


MRS. A. L. DAY 


387 Fourth Avenue 
New Yo 
fs 323 W. Jackson Blvd. 
| Chicago 
i 1307 Washington Ave. 
St. Louis 
49 Fourth St. 
San Francisco, Cal. 


Factory, Danvers, Mass. 
Send for Catalog 

















Baby Shoes! 


Soft Soles and 
Moccasins 
$4.80 to 89.00 doz. 
All colors—all styles! 
Send for Samplea!! 


BOSTON BABY 
SHOE CoO. 

No. 1014-1016 ——— 
Ave., Bos 








Approved by Medical Men 


4s «a fully ventilated 
shoe the Burkley Ven- 
tilated Foot * Developer 
is unercelled Well 
known surgeens reeom- 
mend its use. 
Burkley Shoe Co. 
1156 Ne. Main St. 








Brockton. Mass. 





WHERE TO BUY 


Store Fixtures 





BETTER SHOE FITTING 
WITH THE 
BRANNOCK SCIENTIFIC 
FOOT-MEASURE 
SavesSales—Makes Good Fitting Easy 


THE BRANNOCK DEVICE 
321 S. Salina Street, SYRACUSE, N.Y. 














Eighth Wetherby-Kayser Store | 


Opens in Phoenix 


Los ANGELES, CAL. (UTPS)—Mark- 
ing a milestone in their 45 years in 
the retail shoe business, F. B. Wetherby 
and Emil Kayser recently opened in 
Phoenix, Ariz., their eighth exclusive 
shoe establishment. Under the firm 
name of Wetherby-Kayser, these two 
popular shoe merchants started oper- 
ating nearly a half century ago in a 
little shop in Pasadena. Since that 
time exclusive stores have been opened 
and operated by the firm in the great- 
est shopping centers of southern Cali- 
fornia. 

The new store is located in the heart 
of Phoenix’ smart shopping district and 
fis handling a full and extensive line 
of footwear and hosiery for men, 
women and children. 


Flexridge Merchants Attend 
Sales Meeting 


: CINCINNATI— Prominent merchants 
from all over the country who sell Flex- 
ridge shoes attended a sales meeting 
held recently here, for which the entire 
top floor of the Gibson Hotel was 
rented. Three of the merchants came 
all the way from the Pacific Coast. The 
plan for the meeting, which was the 
most successful ever held by the dis- 
tributing organization for this line of 
shoes. was originated by William Har- 
ney, head of the Flexridge Division of 
the United States Shoe Co. 

A new idea worked out by Mr. Har- 
ney and the Flexridge organization to 
display Flexridge styles on cards and 


| ‘bringing out the details of pattern. 
| stitching, 


straps, fastening, shape of 
heel and other features of the shoe 


| aroused much enthusiasm. A cleverly | 
| planned 


“teaser” campaign of mail 
matter sent out over a period of weeks 
prior to the meeting helped to arouse 


| interest and swell the attendance. 


Baltimore Stores Feature 
Slippers 


BALTIMORE, MD.—In order to get an 
early start on Christmas slipper busi- 
ness, all the leading stores, principally 
the department stores and shoe shops, 
of Baltimore, Md., have opened their 
“Slipperlands.” These in most instances 
adjoin the women’s shoe departments. 
In them are to be found slippers of 
every type, style and description in- 
cluding the well known mules, bridge 
slippers and the many other types of 
slippers that are appropriate for gift 
giving at Christmas time. They are 
heing offered in a wide range of prices 
from $1.50 to $10 depending upon the 
style, leather, make or kind. 


Shoe Man Marries 


READING, PA.—Lester M. Bradford, 
manager for the United Shoe Company 
here, was married to Miss Emily R. 


| Neiman in the parsonage. of the First 


Baptist Church, Rev. J. R. Wood read- 
ing the service. Mr. Bradford is a 
native of Boston, Mass. The couple 
will reside at West Wyomissing, a 
suburb. 
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Runway Revue to Feature 
Eighth Boston Show 


BostoN—The Eighth Annual Na- 
tional Boston Shoe Style Show will be 
held in the Hotel Statler, Boston, Mass., 
Jan. 14, 15, 16, 1930, under the direc- 
tion of J. G. Brown. 

Requests for display space have ex- 
ceeded those of last year to such an ex- 
tent that there will be four entire floors, 
starting with the fourth, continuing to 
and .including the seventh, set aside 
for sample room, showings this year. 
These floors are reserved exclusively 
for sample room displays. 

Fashion’s Footwear Fancies of 1930, 
a runway review, will be the magnet 
that will attract buyers to the Grand 
Ballroom of the hotel each evening, 
where, under the direction of Philip 
Melhado, about 100 living models will 
display the latest in footwear for spring 
and summer selling. 


Fred Grass Promoted to 
Manager 


LINCOLN, NeEB.—On Nov. 1 Dan 
Haney, 
big department store in Lincoln, re- 
signed his position to enter the shoe 
business for himself. Fred Grass, for 
several years in the shoe department 
of Mayer Bros. and manager of the 
department for the last year, was made 
general manager of the Mayer Bros. 


store. 








Manheim Moves 


Store 


PITTSBURGH, PA.—Louis Manheim, 
owner of the Queen Ann shoe store, has 

| moved the store from 420 Smithfield 
Street to new and enlarged quarters at 
130 Fifth Avenue. In order to accom- 
modate a line of hosiery that is to be 

| sold, the entrance lobby has been re- 
built. The shoe department will be lo- 


| cated on the second floor. 


| Billy Rogers—Shoe Merchant 


[CONTINUED FROM PAGE 89] 


He felt he was not so smart as he 


thought he was. After trying with 
little success to eat some dinner, Billy 
went to his room to think things over. 

The only real offer he had received 
was from Sam and Abe. Billy took 
their card out of his pocket. “They 
offer dollar-twenty-five” he said half 
aloud. “That means—1026 onairs at 
$1.25—that comes to $1,282.50. And 
that figures a loss of—oh gosh 
$1,980.18. Gee, two thousand dollars 
dead loss! And then I only get more 
shoes—no cash.” 

After much worried figuring, he fin 
ally decided to telephone Sam the next 
morning and ask him to leave the offer 
open for a couple of davs. If he awreed 
to it, Billy determined to go to Boston 
and try his luck there. If he couldn't 
do any better, he’d talk it over with 
June and get her moral backing. 

He went to a movie but did not know 
what it was all about. Then to bed, 
but not to sleep—and when he did doze 
off it was to dream of rows and rows 
of dollar bills all: walking out of his 
store and saying, “Good-bye, forever,’ 
as they went. Two thousand of them 





altogether! 
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s will in 
pring 
Rochester-Made 
*“SUNBEAMS” 


for 


Lo 


Perfect Fit Growing Feet 


tial ‘ IN STOCK 
Rolled Leather Bindings, ~*: Style 367—Patent Blucher Vamp 
Leather Facing be and Quarter Inlay. 2-6; no heel. 


$1.35 
Four Holed wore Buttons Maize Shoe Co., Rochester, N. Y. 
Superior Workmanship 


DOTA OTN O ITAA ete @tetye 





BOXED IN SINGLE PAIRS 


b NE of our commission salesmen made 8376 week of 

Nov. 4th. More GOOD workers wanted. State terri- 

COLT-CROMWELL co., hon tory traveled. Correspondence confidential. 

irger ESTABLISHED 1899 | 
1239 Broadway New York, N. Y. 
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SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 











city is loca’ 


credit for mail orders also 


—_ to 
eet, New York, N. 


GOOD OPPORTUNITY FOR 
LOCAL SALESMAN 


for these territories: 


1. Pittsburgh 
2. Chicago 
3. Cleveland 


Each een also consists of a good portion of the state in which the key 


We can turn over a business of $75,000 to $100,000 a year in each. 

We want young, hardworking ambitious men between 25 and 35, who own 
their own car, and live in the cities referred to. 

Our proposition is 5% commission which will be advan od ta f 
bona fide orders and charged against earnings on apes = “Sales ye - 
rom their customers. 

We make the country’s best lines of $6 and $7 retailers in men’s and women's 
welts, Carried in stock or delivered on special order. 

Apply with full particulars as to your shoe selling record, references and recent 
sow B-477, care Boot and "S 





hi 
P get 


oe Recorder, 239 West 39th 


Salesmen Wanted 


If you are selling a women’s line in 
either WISCONSIN, MINNESOTA, 
ILLINOIS, IOWA, DAKOTAS AND 
MONTANA and your house would be 
agreeable to you selling a MEN’S line 
of shoes in conjunction we have propo- 
sition that will interest you. A _ well 
known line of Men’s Shoes—ALL IN 
STOCK—consisting of around 45 num- 
bers—a complete proposition in every 
detail—50% to retail at $5.00 and 50% 
to retail at $6.00 and $7.00—straight 
commission basis. We want substantial 
men—men who desire permanent con- 
nection—men who want to make more 
money in their present territory. Write 
fully—-state who you are with—terri- 
tory covered—your age—give all infor- 
mation we should have. It will be 
treated confidential. Address B-476, 
care Boot and Shoe Recorder, 239 
W. 39th Street, New York, N. Y 








as AA. Address Sinsheimer Bros. 
Illinois. 





BIG OPPORTUNITY FOR SALESMEN 


The SINBAC Shoe Company invites correspondence from live-wire shoe sales- 
men who have a good following in their respective territories, but who wish to 
improve themselves. All replies strictly confidential. SINBAC offers three 
complete lines of children’s shoes at popular prices, carried in stock as narrow 
& Co., 211 W. Monroe Street, Chicago, 








ok wanted to sell line of arch sup- 
rts and roe shoes retailing at $3.00, 
$4.00 and $.00, on a 6% commission basis. 
pular models in stock. Following territories 
open: Michigan, Virginia, Manhattan, Long 
Island, Southern New York to East River, 
Staten Island, Northern New Jersey; 
West Virginia, Kentucky, Wyoming, 
Colorado, Washington, Oregon, Montana, Idaho, 
California, Nevada, Arizona, New Mexico, 
Iowa, Kansas, Pennsylvania. Addresss B-493, 
care Boot and Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 


GALESMER for North Central States—in- 
line of McKay —e that = at 
$4.00 and $5.00. Commiss | 
sqguisel. ‘Address E B-472, care = 
hoe Recorder, 239 West 39th Street, 
New York, N. Y. 


SALESMAN WANTED for the Central 
Section of Pennsylvania, to carry a Phila- 
delphia Jobbing Line. Also Man to Ca: + 
Side Line Poouier Prices Well Known ies’ 
Arch Su Line _on Commission Basis. 
Address aL, care Boot and Shoe Recorder, 
239 West 39th Street. New York, N. Y. 








St., New Y N. Y., 
no A be 


4c per word. Minimum Charge 75c. 


LINES WANTED 
4c per word. Minimum Charge 75c. 


ALL OTHERS 
Teper word. Minimum Charge $1.25 


Y SPACE 
per inch. Allow 45 
te am inch 





Classified and Opportunities Department 
RATES AND OTHER INFORMATION 
Copy must Be seqeteed at tho Beet and Shee Resssdey, 300 West Sieh 


that same 
“al be put Over te Ge Gcdns Cal week's issue. 





tion in order 








Wanted 
Experienced Salesmen 


to sell on commission line of 
Women’s Special Process Styl- 
ish Arch Support Footwear 
made to retail at $4.00 and $5.00. 
Thirty patterns carried by Stock 
Department. Territories open: 
CALIFORNIA, FLORIDA 
NORTH CAROLINA, INDI- 
ANA, WESTERN ‘MICHI- 
GAN. MASSACHUSETTS. 
THE TILL SHOE CO. 
OWEGO, N. Y. 














ASUBSTANTIAL, well-known 
children’s shoe house, carrying shoes 


line carried as a side line in Texas, 
States, and Pacific Coast territories. All 
_ strictly confidential. Address B-486, 


New York, 





WANTED—Agztessive , salesmen for fast sell- 


shoes, 


ing side line infants’ and children’s 
10 per cent commission basis; prompt sct 
ments. Rochester’s finest line attract 


nois, Indiana, Kansas, Ohio, 
consin, Texas, Delaware, Maryland, New 
land. Give experience, present connectio: 
all facts confidentially in first letter. Toots 
Inc., 9 Haidt Pl., Rochester, N. Y. 
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only men with est: 


ill con 


nn” 239 West 39th Street, New 
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WANTED to carry side line 


Infants’ Turns and Welts. Thirty numbers 
established 


onl ablished trade_selling ‘estab 
lished line. Address B-479, care Boot and Shoe 


York, 


1929 








enced 
Red 

Must 
7% ¢ 


vertis 





SALESMEN WANTED TO LEASE TO LEASE 











Salesmen Wanted First Floor Space—Good Show Window to Lease 


. : for popular price women’s Shoe Department, available January, 1930, in popu- 
BOYS’ STYLE WELTS, includ- lar, well-located fifty year old Ladies’ Ready-to-Wear and Millinery Store in 


ing sport Elks. In Stock, popu- heart of Atlanta’s shopping district. 

lar prices. Western Factory, J. Regenstein Company, Atlanta, Ga. 
one grip—eighteen samples. 
Spring line now ready. 6% 
commission. May be carried in 
connection with approved line of 
women’s or children’s shoes in 
following territories by auto: THE 

Nevada, Utah, Colorado, Wyo- A 80U BN OPPORTUNITY ‘ 
ming, Montana, North and Texas’ largest city. ‘Seles in excess of $60,000 per annum, Four year lease. Eight per cent com- 
South Dakota, Tennessee, Ala- — By RF ~ fi, --F a - Rey ‘epart: 
bama, Georgia and Virginia. set eo wie Desement ee 05 See SN Se lee Ginaes"h Takictss Tae Wor 
Life Insurance Buliding. 

















BUSINESS OPPORTUNITY BUSINESS OPPORTUNITY 














Give full information first let- 
ter. Address B484, care Boot 


& Shoe Recorder, 239 West 39th 
Street, New York, N. Y. POSITION WANTED POSITION WANTED 





























LINE WANTED Manufacturing Executive 


INES WANTED for the State of Florida . ° ° 
and South of Macon, Georgia by experi- This man knows every detail of the shoe manufacturing busi- 


enced road salesman. Straight commission. es ° . 
Red Hot Novelty Shoes in AA’s to C width. ness; leather, systematizing, costs, all the ins-and-outs of operating 
re Se See was Be Oe —especially on women’s and children’s shoes. He is 40 and is now 


7% commission. A-1 references. Address Ad- e A 
vertiser, Box 356, Leesburg, Florida. employed. A remarkable record of wide and successful experience 


MANUFACTURERS’ line of Women’s, Welts and sound principles entitles him to consideration by any manu- 


and turns for New York City and vicinity. ® istan h ad of a lar e 
Six years’ previous experience on this territory facturer seeking a manager Or assis t to the ~ g 


pith high grade line. Adérese 3-600, care organization. Address B-468, care Boot and Shoe Recorder, 
— ee 239 West 39th Street, New York, N. Y. 


WANTED—Medium priced line of Men’s or 
Women’s Style Shoes, only reliable Manu- 
facturers. Must be lines that can be sold to 
ry e oaged ay and es ers. » ae 
sold this trade for years. i urnis ig 
ade references. Commission on sales. Ad- CHAIN STORE EXECUTIVE Avan. WANTED 
tess B-492, care Boot and Shoe Recorder, 239 ABLE—A man of wide experience in shoe POSITION AS BUYER AND 
West 39th Street, New York WY ° merchandising, has supervised the management MANAGER af chm Geee oF depart- 
: _ Mr Ai and merchandising of about 25 stores from ment. Have had Sf years’ euporienen, 
DESIRE reliable factory line. Have twelve Coast to Coast. Seeks a similar connection have ability and aggressiveness. Further 
years’ successful experience selling shoes in where the opportunity for future advancement Information by request. Available at once. 
Eastern Pennsylvania; also well known to trade is possible. For 11 years buyer for one of the Address B-487, care Boot and 
in New York City and vicinity. Good refer- biggest retail stores in the United States, in Shoe Recorder, 189 West Madi- 
ence. Address B-494, care Boot and Shoe Re- the ieee Cietriet. |Knows the retail hee busi- son St., Chicago, III. 
corder, 2 , 1 ness from all angles, also market conditions. 
der, 239 West 39th Street, New York, N. Y. He is a detail shoeman with full Sanus one 
experience in systematizing stores, control o . “ “ 
- panes and —¥ a of —~— = haem On so gy BBY 
HELP WANTED ul merchandising. Can supply best of refer- : F ai. in a eumix me anne 
ences as to ability, honesty and character. A ritory open tor reliable line of n nen 
personal interview is requested. Address B-490, popular price shoes for Louisiana and —- 
care Boot and Shoe Recorder, 239 West 39th sippi. Fifteen years with present concern, de- 
“ . sires change January Ist. Best references. 


INDOW TRIMMER, one having had wide I 
W experience trimming and ae ma ve wa Street, New York, N. Y. Addresss B-482, care Boot and Shoe Recorder, 






























































aati exclusively shoe windows with reputable firm. 239 West 39th Street, New York. 
ts’ Maling Bros., Inc., 6256 South Halsted, Chi- 
hoes i cago. 
ce tule FOR RENT FOR RENT 
southern 
All re- 
86, care BUSINESS OPPORTUNITY 
1 Street, 
e 
— HOE DEPARTMENT—Leading Harrisbur m 
ast sell- S Specialty 7 2 absolute Rg location, New York Office and Salesroo 
s shoes, now in process of expansion, has space avail- e 
t settle- able for live shoe department. Address E. Available 


Yudin, 205 Market St., Harrisburg, Pa. 


Due to the merger of the Shoe Retailer with the Boot and Shoe 








TO LEASE Recorder, there is available at the Marbridge Building, head- 
ae ton WI ees Shee eames, fe, Popular St, tenis cts anata « aca aie 
iste [IM Meee core wi SOR ioc Se Ste =f the choo trade. Complete information can be hed by writing 
ee oe die Daas and Shan Daccctin 49 @, 900. te. Kew Cok. YT 
nd. Shoe Scien, "Will tomedel tue Jaman a nee e Boot and Shoe Recorder, 239 W. 39th St., New York, N. Y. 
y York, Write immediately if Lon F ee ayer, 








care Mayer’s Ready-To-Wear, Greenville, Miss. 
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FOR SALE 








FOR SALE 





MERCHANTS’ NEEDS 














to $20,000.00. 


FOR SALE 


Shoe Store in Ohio City of 42,000 and a growing city; established business; a 
store that has always made money selling high grade footwear; can reduce stock 
Selling out to dissolve a partnership. 
Address B-491, care Boot and Shoe Recorder, 239 W. 39th Street, New York, N. Y. 


No agents need apply. 

















FOR SALE 


Shoe store in Harrisburg, ll. Popula- 
tien 13,000—wonderful surrounding terri- 
tory to draw from—4 hard roads leading 
into city—only two exclusive shoe stores. 
Bargain if taken at once. Address 

83, care Boot and Shoe Re- 
corder, 239 W. 39th St., New 
York, N. Y. 














Fok SALE: X-ray machine, animal zoo, 
benches and fixtures for growing girls’ and 
women’s shoe department. Finished in light 
green. Wonderful asset to any shoe depart- 
ment. Helmholz Shoe Mfg. Co., Milwaukee. 


WANTED TO PURCHASE 








If you contemplate selling your 

entire or surplus stock com- 

municate with us. Prompt at- 

tention given. 

KIRSCH-BLACHER CO., INC. 

624 Broadway New York 
Phone Spring 1448 





$39.50 


For Complete Set 
Consisting of 1 table 
18”, 2 tables 12” high 
and 12 shoe stands 12- 
18 and 24, assorted. 
Solid American Walnut. 
Weighted Bases — Metal 
Connections. 


Write for Samples of 
Window Fabrics and 





THE HECHT FIXTURE CO. 
| NEW YORK l 288 South Wells St. 





SHOW ROOM 
142 WEST 38th ST. CHICAGO 























OR SALE—Family Shoe Store, livest in 

Streator, Illinois. Will reduce stock to suit 
good lease. Best location. Address B-496, 
care Boot and Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





OR SALE—Shoe Store in Dixon, Illinois; 
12.000 inhabitants; best location in city. 


Building can ke leased for a term of years, low 
rent. Will sell stock and fixtures or will sell 
out all shoes and sell lease and fixtures. About 


$8,000.00 stock of shoes, doing a business of 
$40,000.00. No old shoes—all clean merchan- 
dise. Wonderful oportunity for a live man. 
Fashion Boot Shop, Dixon, Illinois. 





OR SALE—Main floor and basement shoe 

departments in department store doing 
$800,000 annually. About $10,000 capital re- 
quired; 5 year lease. Industrial city in Illinois, 
population 40,000; bank deposits $30,000,000.00. 
200,000 trading population radius of 7 miles. 
Reason for selling, will engage in automobile 
business. A rare opportunity for a chain oper- 
ater or individual. Address B-485, care Boot 
and Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 


Quick Cash Buyers 


POSTER @ DEUTSCH 
436 Grand St. New York Oity 
Dry Deek 0352 








TO BE SURE YOU RECEIVE 


HIGHEST PRICES 


for a. retail odds and ends, entire 
or stocks, ask us for our bid. 
(ietabe “40 years.) Cash transactions. 
Export Surplus Purchase Co., Inc. 
596 Broadway, New York, N. Y. 
Telephones Canal 6874 and Canal 0655 













$5.00 Per Gross 
$2.75 Half Gross 


Guaranteed to give 100% 
Satisfaction 


M. D. POLLINGER CO. 
416 Victoria Bldg. St. Louis, Mo. 

































OR SALE—At Lincoln Nebraska, well estab- 
lished attractive shoe store; fine location; 
good chance for live wire. 6,000 will handle 
it. Address B-488, care Boot and Shoe Re- 
corder, 239 West 39th Street, New York, N. Y. 


OR SALE—Pekin, Illinois. Complete shoe 

store for men, women and children. Good 
lease and a money maker. Address B-495, 
care Boot and Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 








MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 








Window Decoration 
and maker of 
Artistic Price Tickets 
Latest in Imported snd Domestic Boll 
Paper, etc., in Season. 

Samples mailed free on request. 
EMIL RUBLACK 
140-142 West Broadway 
Bstablished 1903 New York 








SEGALLE “SONS | 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS 








Floodlights 


or 


Spotlights 


$ 3-95 


Complete with 5 color screens. Made 
entirely of paraluminum. The perfect 
color light for shoe window displays 
Sent C.0O.D. If check accompanies 
order we pay parcel post. 


SHOW WINDOW LIGHTING CO. 
69 WOODBINE ST., PROVIDENCE, R. I. 














POM?7OMS AND ons Aarts FOR 
SOFT SOLE SLIPPE 
The right merchandise at the oa price. 
Samples sent on request 
HY-GRADE SLIPPER SUPPLY ©O. 
693 Broadway 


New York City 

















BUSINESS OPPORTUNITY 








YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any- 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency or 
soliciting. Address Stephenson Labora- 
tory, 21 Back Bay, Boston, Mass. 
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WOVEN 
| F7-N =) 


The DISTINCTIVE and 





PERMANENT MARK 


Os PS 36 OL C9 
WEAVING CO. 


33-39 W 347 ST: N NGS. 
Phone WISCONSIN 8130 






















har 











FOR ROOM EQUIPPED WITH 
BATH, CIRCULATING ICE WATER 


and RADIO! 


SINGLE, $2.50, $3.00, $3.50. 


DOUBLE, $4.00, $4.50. TWIN BEDS, $5.00. 


Near Business, Shopping, and 
Theatre Center 


| HOTEL 


49th STREET EAST OF BROADWAY 





PLYMOUTH 





IN 
STOCK 


36 Pair Cases 


Bie 





e NEW YORK % 
AN. 


ORDER YOUR CHRISTMAS 


12 Duncan St. - - 


as 


GREELEY BOUDOIRS 
TODAY! 


Slippers and hosiery the new 
shoe store ensemble for gift sales. 
To be sure you have plenty of 
: »Greeley Boudoirs, check up your 
stock now and order. We'll 
promise to take care of you 
promptly. Try your jobber 
first. He has Greeleys and 
may be nearer to you than 

we are. 


W. GREELEY 
Haverhill, Mass. 





‘ey: 


PS 














AAA 


i mn an 








H-W reed and fibre furniture offers 
many possibilities for fine shoe store 
seating. The above chair, in a beau- 
tiful finish and upholstery, will 
help to create an attractive, ap- 
pealing atmosphere in your store. 
Write for information and prices. 


cywood Y Tihefield 


pdense, Md.; Boston, Mass.; ‘Buffalo, 
N. Y.; Chicago, Ill.; Kansas City, Mo.; 
Los Angeles, Calif.; New York, ~ Y.3 
Philadelphia,Pa.; St.Louis,Mo.; Port- 

» Oregon; San Francisco, Calif. 





Another Rubber Story 


BIRMINGHAM, ALA. (UTPS)—What 
is believed to be a record in Birming- 
ham for the sale of galoshes was made 
recently by Alex Reiss, manager of the 
shoe departments at Pizitz here. 

He sold 903 pairs in one day in 
Birmingham and the only method of 
advertising was a small space in the 
store’s regular two page advertisement. 

Weather hetped, also, because it 
tained a solid week. The rainfall was 
the heaviest Birmingham has experi- 
enced since 1871. 

Mr. Reiss added that the theory that 
the South wouldn’t wear galoshes was 
“a lot of bunk.” “They’re doing it,” he 
said referring to the number he sold in 
one day. 

One other dealer sold one hundred 
and seventy-five pairs in one afternoon. 
That was Joe Dennis, manager of the 


shoe department of Herman Saks & 
Sons. 
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MERCHANTS’ NEEDS 
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if 


Milbradt 
Rolling Step Ladders 


Enable you to reach your 
highest shelves convenient- 


“ hey last a lifetime 
and 


| 
} 


ange 
i 
ie 


i€ 
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f 


T] 
UT 


Li. 


made in any style, 
or size to fit any 
of shelving. 


te r~ general catalog 
let us suggest the best 


Are 
sha) 
kin 
Wri 
d 


an 
ladder for your use. 


Milbradt 
Manufacturing Co. 
Established 1895 
2416 No. 10th Street 
ST. LOUIS, MO. 


Bre 
watt 
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Petot Stores Become Part 
of Beck Chain 


NEW York.—The A. S. Beck Shoe 
Stores of New York City, the largest 
chain of $5 shoe stores in the world, 
will operate the entire chain of sixteen 
Petot shoe stores in various towns in 
Ohio, Kentucky, Pennsylvania and In- 
diana. 

Originally the A. Beck organiza- 
tion concentrated its pa purchasing 
and selling. power in New York City, 
but as demands for it became greater 
and greater, it was forced to spread, 
first to suburban towns around New 
York and then up state in New York, 
in Connecticut, in Massachusetts and 
Pennsylvania. Addition of the Petot 
stores, which were purchased last Jan- 
uary by the Diamond Shoe Co., to the 
A. S. Beck group marks the expansion 
of that organization’s field of opera- 
tions into Middle Western territory. 


Peacock Shoe Shop in Miami 


MIAMI, FiLa. (UTPS)—A Peacock 
Shoe Shop is being opened in Fullam’s, 
a large department store in Miami. 
Lee Roth is the owner and will per- 
sonally operate the new shop at 221 
East Flagler Street. Only high grade 
Peacock shoes retailing at from $10 to 
$25 will be carried. 

Mr. Roth was formerly associated 
with I. Miller and with Gimbel 
Brothers, New York, and recently has 
had charge of the shoe department in 
Cromer-Cassel’s, Miami. 
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MERCHANTS’ NEEDS 











BLACK SATIN DYE 

(A Recent F. C. Co. Discovery) 
A wonderful lustrous jet black 
dye for re-dyeing colored satin 
slippers. 

CAN BE STORED 

INDEFINITELY 

$2.50 a pint—money back if not 
satisfied. 
Distributors and Jobbers Wanted. 


Frenchee Chemical Co. 
447 E. 45th STREET 
BROOKLYN, N. Y. 

Makers of “Hollywood” Shoe Dressings 











CSTABLISHEO 


| LABELS 
| SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON RIQUEST 
oe 
FRANK C. MEYER Co. 

[eset ca iol wwe rem corte 
23-271 LEXINCTON AVE , BRODKLYN. NY 


AMERICA’S CREATEST 
SHOE CARTON & LABEL MFCS 





Hub Opens New Basement 
Department 


BALTIMORE, Mp.—The Hub, Charles 
and Fayette Streets, Baltimore, Md., 
has opened a new shoe department in 
its basement store, known as The Hub 
Basement Store. This is a woman’s 
shoe department, which has been made 
possible by the enlargement of the base- 
ment of the store. 

A men’s shoe shop has been main- 
tained in this basement store since its 
opening, about six years ago, and the 
opening of the women’s shoe depart- 
ment makes a companionate shoe de- 
partment. For its formal opening, the 
store featured women’s “Hub-Arch” 
shoes at $3.94. These shoes are made 
with combination lasts and steel arch 
supports. They are featured in tan 
calf, black kid, patent in novelty ties, 
oxford and strap slipper style. 





Boot and Shoe 
Recorder 


Serves in 


Getting More Shoes Sold Right; not’ 


only “more” but “right’’; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of Tue Boot anp 
SuHoe Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 





A Buying Guide to 





BOOTS AND SHOES 


Athletic Shoe Co., Chicago, Ill 
Ault-Shackford Shoe Co., Auburn, Me.... 


Biarritz Sandals, New York City 

Blog Shoe Co., New York City 

Bond Shoe Co. .» New York City 

Boston Baby Shoe Co., Boston, Mass.. 
Brass Bros. & Feinroth, — York City.. 
Brooks Shoe Mfg. Co., - 

Burkley Shoe Co., od tam Mass 


Capezio, New York City 

Central Shoe Co., St. Louis, 

Chase, W. S., & Sons, Haverhill, Mass... .. 

Churchill & Alden Co., Brockton, Mass., 
4th Cover 

ba sete & Sons, Inc., E. Weymouth, 


Crafts, G. P., Co., 


Curtis-Stephens-Embry Co., Reading, Pa.. 


“— & Yungel Shoe Mfg. Co., Harris- 
urg, Pa. 
Dunn & McCarthy, Ine., Auburn, N. Y. 


Ebberts, John, Shoe Co., Buffalo, N. Y.... 
Elam, F. S., Shoe Co., Rochester N. Y..... 
Emerson Shoe Mfg. Co., Rockland, Mass.. 
Evans, L. B., Sons, Wakefield, Mass. 


Florsheim Shoe Co., Chicago, Ill 


General Footwear Corp., New York City. .63, oe 
Gibbon, C. S., Co., Pitdolphie P. 

Greeley, A. W., Co., Haverhill, Mass 

a Daniel, Felt Shoe Co., Dolgeville, 


Ideal Baby Shoe Co., Danvers, Mass 


Johansen Bros., Shoe Co., St. Louis, Mo.. 
Johnston & Murphy, Newark, N. 
Juvenile Shoe Co., Aurora, Mo 


Kendall Shoe Company, Haverhill, Mass... 





IN THIS 


AN INDUSTRY CAUGHT SHORT 


THE SILHOUETTE AND THE SHOES... 
Wuy CHARGED Goops COME BACK.. 


THE BLIND MEN’S ELEPHANT .. 
THE VOICE OF THE RECORDER 
THREE BEARS IN A SHOE STORE.... 
BILLY ROGERS—SHOE MERCHANT ... 


O. P. I. (OTHER PEOPLE’S IDEAS).. 


THEY'RE ALL FROM MISSOURI 


SURVEY OF TENNIS FOOTWEAR 


THE* TRAVELING SHOE SALESMAN... 


NEWS 0’ SHOES 


ISSUE 


Need of Preparedness Proven... 35 


Basic Footwear for New Dress 


The Price of Volume Obtained 
Through Credit 38 


Base Your Policies on Facts.... 40 
Opinions of the Editor. 
Imagination Appeals to Children 44 
By Harold Whitehead 


By Harry R. Terhune 


St. Louis Plans Shoe 


Style 
Pageant ..... 64 


Results of alpcaesiatd Study ¥ 
eee 69 


News of the Road 


What’s Doing Everywhere ..... 75 





Maize Shoe Co., Rochester, 
Malott, H. F., Shoe Co., Chicago, Ill 
Miller Rubber Co., Akron, O 
Mishawaka ae & Woolen Mfg. Co., 
Mishawaka, 
usebeck Shoe » ma Danville, Ill 


Nettleton, A. E., Syracuse, N. Y : 

Nunn, Bush & Weldon Shoe Co., Milwau- 
kee, Wi 

Old Colony Shoe Co., Brockton, Mass 

Packard, M. A., Co., Brockton, Mass 

Paristyle Footwear Mfg. Co., Inc., 


York City 
Plant, Shomes G., Corp., Boston, Mass.. .52- 53 


82 
Rice-O’ Neill Shoe Co., St. Louis, Mo., 2nd Cover 
Richards & Brennan Co., Randolph, Mass. 82 
Riemer, A. H., Shoe Co., Milwaukee, Wis.. 
Sachs & Vigorith, Inc., Cincinnati, 
Schwartz & Herder, Inc., Phila., Pa 
Smith, Wm. Sumner, Chicago, [Il 
Stacy Adams Co., Brockton, Mass 
Stern, R., Company, New York City 
Stetson Shoe Co., So. Weymouth, Mass.... 
Stickles, L. D., Shoe Co., Red Wing, Minn. 
St. Louis Shoe Mfrs. and Wholesale Assn., 

St. Louis, Mo 

Swan Shoe Co., Baltimore, Md 
Tupper Slipper Corp., Brooklyn, N. Y..... 


United States Rubber Co., New York City, 
Front Cover 


Wolf, Sam B., Sons Co., Cincinnati, O..... 54 


LEATHER AND OTHER MATERIALS 


Allied Kid Co., Boston, Mass 
Armstrong Cork Co., Lancaster, Pa 


Evans, John R., & Co., Camden, N. J.. 
Goodrich, B. F., Rubber Co., Akron, O 
Goodyear Tire & Rubber Co., 

DE inteeescceagpndedeps hegs0 6ueeme eed 32-33 
Graton & Knight, Worcester, Mass..3rd a 
Hartwell-Hartley Co., Malden, Mass 
Ohio Leather Co., Girard, Ohio 


Schmidt, Carl E., & Co., Inc., Detroit, Mich. 
Stedfast Rubber Co., Mattapan, Mass..... 68 


United States Leather Co., New York City.14-15 


SHOE STORE EQUIPMENT 
American Seating Co., Chicago, Ill 
Bannock Device, Syracuse, N. Y 
Goodwin, C. L., & Co., Inc., Worcester, 
Hecht Fixture Co., Chicago, III 
Heywood-Wakefield Co., Wakefield, Mass... 
Milbradt Mfg. Co., St. Louis, Mo. 
Pollinger, M. D., Co., St. Louis, Mo 
Rublack, Emil, New York City 
ee ee, PE, Five crccssscccsese 


Shoe Form Co., Auburn, N. 
as of Window Lighting Co., Providence, 


SHOE ORNAMENTS 
Fleming & Keevers Co., Inc., Northampton 
French Beading & Novelty Co., Phila., Pa 


Hy-Grade Slipper Co., New York City... 
Reynolds Co., Providence, R. I 
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MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Beckwith Mfg. Co., Boston, Mass 

Frenchee Chemical Co., Brooklyn, N. Y... 95 

Kluge, E. H., Weaving Co., New York City 94 
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Next Week 


you will find 


in the 


Boot and Shoe 
‘Recorder 


| bo the December 14 issue we will pre- 
sent a second and positive series of 
sound fundamentals. We will show the 
lengthening buy line of shoes. We will 
show that there are five million new 
shoe wearers in 1930, and a 10 per 
cent increase in the period of shoe ac- 
tivity for all these buyers of shoes. 
Actually we have 5,758,997 more peo- 
ple to sell than were in the markets 
for shoes two years ago. That’s some- 
thing to tell the shoe world about—new 
uses for shoes, as well as new potential 
customers. 

These facts are fundamental—people 
are beginning their shoe buying at an 
earlier age, because youth enjoys 
larger earnings; because the daily pe- 
riod of shoe wearing has perceptibly 
lengthened; because the purchasing 
power of our people has been raised 
until it supports, with comparative 
ease, the highest standard of living the 
world over—and because credit facil- 
ities have been tremendously expanded 
for every individual in America. 
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PROTECTED 


AGAINST WET SIDEWALKS — 
INVISIBLE MIDDLESOLE 


pa 


in your shoe bottoms will pre- @ 
vent moisture penetrating to the (a 
inner sole and protect the wearer 
against cold and dampness. 


Longer — more even wear plus much greater comfort are some of the other 
reasons for the ever increasing preference for this new scientific bottom filler— 
INVISIBLE MIDDLESOLE. 


BECKWITH MANUFACTURING CO. 


Largest manufacturers of Box Toes in the World 


STATLER BLDG., BOSTON 
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BULLS .. and.. BEARS 


vs. 


bHRIsTMAS TRADE 


Stock market upsets have happened and . . . will happen again. 
But . . . what of it? 
The buying of Christmas gifts will go on . . . forever. And the 
merchant who admits this (and who can deny it?) need feel little 


apprehension. 





None at all ... in fact . . . as to that long-time bulwark of 


holiday business . . . Silk Hosiery. Particularly if his is a stock of 


* 
GORDON INDIVIDUALLY-PROPORTIONED STOCKINGS 


A happy blend of luxury and necessity . . . they are a personalized 
gift . . . because of their very individuality of dimension. 

The merchant who promotes their sale benefits not only then— 
but later. Partial to their beauty —fashion-prestige . . . and service... 
the recipient of such a gift remembers the name . . . and the store. 

And . . . when her stocking wardrobe needs replenishing . . . 


she buys GORDON .. . from you 


. and your store. * (So rdon 
SFM sc 


BROWN DURRELL COMPANY 
NEW YORK ° ‘ BOSTON 


©. 0. CO. '29 
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LARGER HOSIERY PROFITS 


Everwear isn’t satisfied to rest on the laurels of the 
past. 


The outstanding success of Everwear dealers every- 
where in 1929 is glorious history, but Everwear, with 
the complete line, has bigger, broader plans for 1930. 





Everwear has all the newest styles, all the popular 
shades—in Men’s, Women’s and Children’s Hosiery— 
everything from cotton to sheerest chiffon—a complete 
range in every respect and Everwear quality throughout. 





Take the Everwear Complete Line to greater hosiery 
profits in 1930. Order by mail from our price lists and 
our Golden Co-operative Plan begins to work for you 
the minute your order is received. 








If you haven't our price lists, send for them today. 


The Everwear Hosiery Co. 


Chattanooga, Tennessee 


FIRST WITH THE LATEST \_ 
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Hosier’ 


No. 475 


and a Good 


Full fashioned .... French heel 
-...45 gauge, 4 thread.... 
Lavender picot and stripe .... 
pure silk from top to toe, in- 
cluding reénforcements . . . has 
the exclusive Diptgrain* clear 
finish. A silk stocking that you 
can offer proudly to your finest 
trade .... at this exceptional 
profit. Comes in 15 good shades. 


Order now for Christmas selling. 


*Reg. app. for. Terms: Net 30 Days. 


MOCK, JUDSON, ¥ 
VOEHRINGER CO. 


INCORPORATED 


PIERCE AND EIGHTH AVENUES .... 
LONG ISLAND CITY, N. Y. 
Salesrooms: 212 Fifth Avenue, N. Y. 
Factories: 


PHILADELPHIA, PA. ° GREENSBORO, N, C. 
LONG ISLAND CITY, N. Y. 


= / 


Posed by Eileen Wenzel of 
Earl Carroll’s 
“Sketch Book” 
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At this season it is pleasant to recall that we have 
fulfilled our promises to ovrselves and our customers. 
¥4% We approach the new year stronger by the loyalty 
of many new friends in whose success we have had 
some part. To these and our thousands of long stand- 
ing accounts we say that Society Maid Hosiery for 1930 
will be enriched by many new improvements and inno- 
vations to reward your continued confidence. #4 In the 
success of Society Maid Stockings is written the history 
of hosiery refinement, symbolized by that exalted stamp of 
quality “hdi”, which appears on every pair of full fashioned 


Standsnotmerelyforafine = Society Maid Hosiery, beside our own signature. ¥e 
kind of hosiery. It means 


a hosiery service most com- 
plete in its opportunities 
for conducting a success- 
ful hosiery business in all its 
requirements, as to price, 
as to style and as to quality. 
° “SLIPS OF FASHION” 
The style booklet which is followed by the best 
part of a hundred thousand retailers. “ Slips of Fash- 
ion” will be mailed to you regularly upon request. 


As the new qualities and styles of 
Society Maid Hosiery are develop- 
ed they will be introduced in our 








QUALITY 


Bag. Y.3. Pu OF 


HOSIERY CO., Inc. 
354 FOURTH AVENUE, NEW YORK CITY 
Mills: Willow Grove, Pa. 
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In this Issue you will read 


CRYSTAL GAZING 


News and Views on Colors, Styles and ote en 


COLOR CARD—JUST A YARD 


Entire Color Range Under Class 


TIEING UP WITH TIES 


A Christmas Idea at the Ballou Store 


HOSIERY SHOPPING WITH THE ARTIST . 


New Things Seen in the Market 


WINDOWS ADOPT MODERN ART 


Newest Wrinkles in Window Display 


SUNNY TONES LEAD FOR SPRING . 


On the Official Hosiery Color Card 


SHOW YOUR COLORS 


How the Miller Store Does It 


STRIKE A MATCH 


Between Bags and Shoes 


GLOVES GROW LONGER AND DARKER 


And Give the Shoe Man a Chance for Extra Business 


COLD WEATHER PEP 


As Put Into Woolen Hose Ads 


NEWS O’ THE MARKET 


About People and Firms You Know 


THE COLOR TREND 


Best Selling Colors from Leading Makers 


¢ 














HAT Th PEQPEE- WHO KNOW. Saint 
SAY wu UT GOTHAM cca Al 


Lon 












FRANK R. JELLEFF, INC 
A Specialty Shop 





WASHINGTON, -D.C. / ff 


Population, 552,000 j f 
he / 


: wee rats ‘ . | i] f / 
ue PPR Cor | } 
'y personal ‘ithustacai Gotham Cold’ Stripe, silk Pi 


Mack many years--from the end of cur first season’s experience upth § 
jonh i in fact, when I discovered that t they were patronage builders and 
ey maners. ER 














splendid profit. ow, because we keep them in a separate depa 
f ‘ thent, and year ar our Gold Stripe business continues to/g 

; O/p > iy 

f yy Even” 








Thisis the first of a series if which we 
-wilf try to tell you the story of Gold eo 
/Stfipe as it really ah) Tae seen through ee = ee 
Hii Affe eyes of various merchant» P % 
“| @roughoat the country. My S$) 


* 





In this serte ea will find the experiences © Sy Bea oak 

Pe te as of Petaijers just like your- im | Af: ay pe ra tae eS 
self, soiligein towns of ov million and Seal mi MO oo a FO 
some im towns OPoxer a thousands] of Tales - 
them know intimately -Gold Stripe silk 
stockings and Caine merchandising 
methods. Each of them has a message 
for you. 


“What other stores are doing, you can do” 





GOTHAM SILK HOSIERY CO. INC. 
589 Fifth Avenue NYC. 
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CRYSTAL GAZING 


News and Views on Colors, Styles, 
Prices and Other Things in 
the ‘Realm of Hosiery 





















> + > 


’ VHE hosiery trade is not production in September and 
































so much concerned about October, there are no extremely 
/ what Santa Claus _ will large surplus stocks hanging 
bring it, as it is in what the over the market. In order to 
cherry and young New Year clinch an avoidance of heavy 
1930, will set before it. Looking forward is a whole overproduction the Nation! Association of Hosiery and 
lot more fun than looking backward. Crystal gazing Underwear Manufacturers has advised its members to 
is the popular sport of the hour. prepare to run at 75 per cent of capacity during the 
Coinciding with a turn in the year, there appears first four months of 1930. Whether this advice will 
to be a turn in the hosiery trade in general. Price be taken is problematical. The stand of big industrial 
slashing and unprofitable competition are losing force, leaders that labor must be kept employed at no reduc- 
although they are still with us. More and more mer- tion in wages does not fit in exactly with a policy of 
chants are beginning to realize that there is a broader cutting production. At the same time the attitude of 
path to profit in hosiery through merchandising on a caution, particularly in the hosiery industry, is an 
quality, rather than a price basis. We shall have a almost certain assurance against overproduction—a 
great deal more to say about this in forthcoming issues, condition into which the industry is prone to run itself 
submitting some definite proof of the contention that on the slightest provocation. 
more money can be made through quality merchan- At least a close to normal business during the first 
dising. four months of next year seems to be in sight. 
| V olume Prices 
ROBABLY the most important matter before the URNING to another point—that of prices—a 
thinking board of the hosiery trade pertains to stable market obtains at present. The two largest 
volume of business and any possible changes that may producers of women’s full-fashioned silk hose, dis- 
| come about as a result of the big shift in stock market tributing through jobbers and other large users, have 
7 values. Early last month there was a rather pessimis- continued current price through to July, 1930. There is 
t tic tone throughout the trade, a fear that what had no unusual pressure on mills selling direct to retailers 
happened in the stock market would be translated into to cause them to cut prices. 
poor business generally for the next few months. A 
careful survey of the situation and subsequent develop- Color 
ments in the stock market, however, revealed a condi- THER minor points in the general situation are 
tion that is not at all alarming. rapidly being put in order. The Textile Color 


Major conclusions drawn from a country-wide in- Card Association has announced the colors for spring, 


vestigation just completed by the United Business details of which are published elsewhere in this issue. 
Publ'shers, Inc., among the 400,000 retailers, whole- At this writing, individual firms have not announced 
salers and manufacturers who subscribe to its 34 busi- their colors, but a continuation of the beiges, with more 
ness publications eevering practically every important stress on the neutral and deeper tones than was the 
merchandic: ‘ry are that, thus far the repercus- case for the spring of 1929, seems to be what the 
sie wk market decline on retailing and dis- trade is anticipating. 
u.vution have been slight and that neither retail sales Current color demand is centered pretty well on the 
nor manufacturing activities give any signs of material deeper brown tones and on the gunmetal and dust 
recession. shades, the latter tones having come into greater prom- 
A big Christmas business in hosiery, at this writing, inence because of the vogue for black costumes. 


looks to be “in the bag.’’ 


> 


Despite heavy hosiery Browns with a mauvish cast are decidedly in the ho- 
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siery fashion picture for 
winter, but alert stylists, in 
some quarters, profess to see 
a waning of this as the 
spring season develops. 


Lengths 


HILE it is well estab- 

lished that there will 
be no great change in 
women’s hosiery as a result 
of the longer skirts, there 
are, nevertheless, some 
minor points in the situation 
that are still undetermined, 
or in a state of flux. The 
question of hosiery lengths, 
for one thing, is bothering 
the trade to some extent. 
Extreme lengths in women’s 
hosiery are falling off in de- 
mand. Longer skirts and 
more corsets, it develops, 
have brought about a demand 
for normal lengths again, and 
in some quarters it is re- 
ported, an increased demand 
for hose with deeper hems 
at the top to permit more lat- 
itude in the adjustment of 
garters. A return to the ex- 
tremely deep cotton hem, or 
to cotton tops, is unthinkable, 
for women have become accustomed to the “feel” of 
all-silk hose and are not likely to give them up for the 
small price differential that exists between cotton tops 
and all-silk. 

There is nothing in the skirt length situation to make 
the stocking, as a definite part of the ensemble costume, 
any less important than it has been for the past few 
years. In fact, the stocking assumes a position of 
even greater importance in that the closer relation of 
shoe and skirt makes the connecting link stand out. 
and it must be in closer color harmony than ever before. 


Sport Hose 


S was predicted, novelty hosiery has enjoyed a 
wider public demand this season than ever be- 
fore. One had only to attend a few of the football 


A new Spring costume of beige and black, with 
which is worn beige clair hose and gloves to 
match the blouse. This photograph also illus- 
trates what those who are “in the know” in 
fashion have decided as the proper skirt 

length on this class of merchandise 


& 


games in all parts of the 
country to see that sport sox, 
worn over silk hose, woolen 
hose of all kinds, from 
tweeds to meshes, and similar 
distinctly sport types oi 
stockings occupied a larg: 
place in the general fashion 
picture. 

While sport hose have sold 
in greater quantity, they hav: 
not cut into the sale of stapl 
hose. The sport hose busi 
ness, so far as can be deter 
mined, has been all “extra” 
business, a tendency that is 
helping to push the average 
hosiery budget to new 
heights. With the sport 
hose business attaining such 
volume as it has for the fall 
and winter, it doesn’t take a 
prophet or a son of a 
prophet to make a forecast 
concerning spring and sum- 
mer, 1930. Of course, with 
the element of style and pat- 
tern to be taken into account. 
wild plunges on novelty hose 
are not to be advised, but 
there is a potential volume 


that is worthy of the efforts 
of retailers, particularly in cities, over the country. 


Men’s Hose 


HILE conservative patterns and subdued color- 

ings seem to still have the upper hand in men’s 
half hose, the old struggle between staples and fancies 
continues. Fancy half hose have sold better this fall 
than many anticipated, yet the conservative patterns 
have not suffered as a result. The answer may be 
that men are buying both. 

Decidedly interesting are reports from many col- 
leges that are given credit for sartorial leadership, that 
students are getting away from plain colored golf 
hose and are adopting bolder patterns and colors. These 
are merely style straws, of course, but they may in:i- 
cate a revival of loud golf hose next summer. [or 
more than a year loud golf hose have been poor sellers. 
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Coton Carw— Just a MED 








Sketch illustrating the arrange- 
ment of the “roses” of silk 
hosiery in the show cases of the 
Smith Shoe Company. (Looking 
down upon the display.) A pair 
of hose is folded flat into a six 
inch square while the other is 
ruffied up into a rosette and 
placed on top of it. Small cards 
bearing number, price and color 
are laid lightly upon the center 
of the rosette 


RATHER novel method of display- 

A ing hosiery colors is used by the 

women’s hosiery department of the 

Smith Shoe Co., Boulder, Colo. The scheme 

has for its purpose the crowding of as 

many colors into a small space as possible, 

yet giving the customer the opportunity to compare 

colors, one with another, and not be confused by a 

multitude of boxes, tissue paper, etc.; and a secondary 

purpose of protecting the store from loss through the 

damage that customers might cause by handling while 
examining goods to determine the colors desired. 

A space in the counter show case is used for the 
display, which covers an area the depth of the case 
and 36 inches long. A pair of each color carried is 
placed in a four-inch square in this space, one stocking 
being ruffled up in such a manner that it looks like a 
rose, the other being folded flat into a four-inch square 
to form the base upon which the rose sits. Thus there 
are several rows, each containing several “roses.” 
They are arranged in such a manner that the white 
hose come first, then the next darker, and so on until 
the end of the series contains the darkest color carried. 
The firm carries about 60 colors in women’s hosiery. 
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Smith Shoe Store in Boulder, Colo 
Shows Entire (Color ‘R ange 
Under Glass as Aid to 


C ustomer’s Selection 


A A A 


A small paper tab, a half inch wide and two inches 
long, rests across the center of each “rose.” On the 
tab is the name of the color, the size of that particular 
stocking, the manufacturer’s stock number and the 
firm’s stock number. For example, take “Morn.” To 
the left of the shade name, “Morn,” is the number 13. 
That is the Smith Co.’s number and refers to a box on 
the shelf bearing the same number. To the right are 
two figures, one 914, which refers to the size of the 
hose on display, and 718, which refers to the manufac- 
turer’s stock number. Thus: 





13 MORN 9Y 
718 











The numbers run numerically in the case, white 
carrying No. 1, so that it is no trouble to ascertain 
the location of any shade, either in the case or on 
the shelf. 

In practice, the customer looks over this display, 
which rests about 6 inches below the top of the glass, 
selects the color desired and either gives the clerk the 
name and number or points it out tc the clerk, who 
takes from the shelf the box containing the shade. 
From the contents of the box the customer may ex- 
amine the hose for construction, etc. 


O prevent the samples from deteriorating, they are 

not left in the case for more than a month at a 
time, whereupon they are put back into stock and others 
from the stock are made up into the display. 

“We have found this system a time saver,” ex- 
plained James W. Smith, who has charge of the ho- 
siery department, “for it saves our time and that of the 
customers. It is easier for a customer to select the 
proper shades because she is able to make comparisons 
of shades quickly. 


” 











Theme Up Warr Ties 
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This Shoe Store Has Found That Neckties 
Bring in the Women as Well as the Men 
and Boost Sales of Hose and 

Shoes as Well 


Comes the Bride,” why can’t the national poem of 
the shoemen be “ ’Twas the Night Before Christ- 
mas ?” 

It is very surprising to know what a shoe store can 
do on practical Christmas gifts. For example, we 
carry a line of men’s neckwear, men’s and women’s 
scarfs, hosiery for the whole family, slippers, novelty 
gaiters, and Zippon suede suits for the children. These 
are displayed in individual departments as well as in 
the hosiery department. 

Women are the holiday shoppers. Shoe stores are 
natural trading places for women, therefore a shoe 
store is a more likely place in which to shop than in a 
men’s furnishing store, all things being equal. While 
they know these facts, very few shoemen have drama- 
tized their wares, consequently, women think of the 
average shoe store as just a place in which to buy 
shoes. A few women remember that slippers are sold 
in shoe stores, even if they are sold in department 
stores, drug stores, gift shops and many other places. 


[ the national anthem of the jewelers is “Here 


HE best way to tie women to a shoe store during 
the holiday season is through selling neckties. But 
they must be men’s ties—ties that a man likes. A man 
hates to have a friend ask, “Who wished that (naughty 
words) tie on you?” So by selling real masculine 
neckwear, we have developed a tie that binds. 
During the past year a fine trade has been built up 
in custom tailored ties which retail at $2.50 each. These 
are made up locally, the store buying the material and 
a woman fashioning them. Only two ties of a shade 
are ever made. Once a man gets one of these ties, he 
is our customer for keeps. 
It has been found that ties in a Christmas box make 


By EDWARD J. BURRELL 
Merchandise Manager, F. E. Ballou Company, Providence, R. I. 


A & a 


a far better impression on the window-shopping trace 
than just ties. This idea carried one step along—giit 
boxes of a tie, scarf and hose, or just a tie and scari, 
offers an alluring appeal. 


HE practical gift idea is worked from all angles; 

steady, liberal newspaper advertising; direct mail, 
in the shape of letters and gift folders and the very per- 
sonal telephone. A call to men we know real well is 
always well received when we suggest that they give 
their office girls a box of stockings. 

Show ’em? Say There are .two posts up 
in the front of the store that are some ten feet apart. 
During the holiday season four sets of wires are run 
between these posts. Hundreds and hundreds of ties 
are strung here just waiting to be boxed on this 
Tieateria. Selling them is a cinch. 

Just before last Christmas, Harold Ballou asked a 
garage owner what he was intending to give his boys 
for Christmas. The tie suggestion was a pip, as a few 
days after hearing it he rushed in and scooped up two 
dozen ties for his gang. 


URING the months of November and December 
excellent results are obtained by devoting the 
window lobby to individual trims with a card suggest- 
ing what can be bought for Him, Her or the Children 
for Christmas. This display is always a real result 
getter. From the first of December 65 per cent of 
the Ballou window displays are devoted to Christmas 
selling. The best results come from making units of 
the various articles, such as ties, hosiery, slippers and 
scarfs for Him; buckles, novelty gaiters, scarfs, 
hosiery and slippers for Her, etc. 
All the salesmen are trained to suggest the many 
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Here is Ballou’s Hosiery 
Department as it appears 
normally 








practical gifts that may be purchased from this store. 
This in itself is a great merchandising point. At a 
little round-table talk with the salesforce, suggestions 
were asked for as to the best method of putting over 
the “Shop Early Campaign.” A very good suggestion 
was adopted. This was to put up a prize for the sales- 
person who brought the most customers to our gift 
department. It might be said that during the month 
of December the hosiery department is known as the 
Gift Department. The salesperson receives credit for 
all sales made by persons that they introduce into the 
department. 


BULLETIN board with the heading “What you 
have done in the way of suggestions for Christ- 
mas” is in the coatroom. A listing of all the salesper- 
sons with the number of sales made that they were 
responsible for is on this board. It is surprising the 
results that we have obtained from this plan, together 
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Here is a sketch of the man- 

ner in which it flashes ties be- 

fore the public in the Christ- 
mas Shopping Season 


A A A 


with the enthusiasm of the salespeople. An increase of 
about 35 per cent in our hosiery department is part 
of the tangible evidence. Salesmen receive a special 
commission of 5 per cent for all sales credited to them 
in the Gift Department. An added bonus of a weekly 


prize helps things along, too. 


HE interest of the salesperson is stimulated. The 
customer is aided, for at Christmas time the gift 
problem is a perplexing one. 

The management was very much pleased to note how 
many customers have come back and asked for certain 
salesmen, “The one who was so helpful to me at 
Christmas time.” People always enjoy buying mer- 
chandise in a store that has an atmosphere of friendli- 
ness and courtesy. 

It is agreed that this looks like a big “Practical Gift 
Year.” For our part we are going to try and make 
it So. 














For formal wear 
the French clocked 
hose is still an 
undisputed leader. 
Lehigh Hosiery 
Mills is showing 
this new number 
in a fine gauge all- 
silk with  picot 
top 
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OSIERY SHOPPING 


Conservative but 
striking is this 
striped and hand 
embroidered half 
hose, full  fash- 
joned, all wool, 
English made, im- 
ported by _ the 
Kreuger-Tobin Co. 


Bold patterns and 
bright colorings 
rule in boys’ golf 
hose for spring. 
This new plaid 
pattern in_ bright 
and varied colors 
is from the Triple 
A line 


fA 


iy) 60 “ae 


Att) A ELL 


Here is another 
new French clock 
number for for- 
mal wear, which 
has just been ap- 
plied to a sheer, 
all-silk, picot top 
number in the 
line of the Onyx 
Hosiery Company 





Boor AND SHOE RECORDER 
combining THE SHop RETAILER, Dec. 7, 1929 











This interesting 
effect is a new 
idea just brought 
out by the Van 
Raalte Co. and 
has been added to 
its line of “slen- 


,’ 


derizing”  stock- 


ings 





HOSIERY AND ACCESSORIES 
SEcTIO 


HE ARTIST 


Fine meshes are 
still very much in 
the fashion picture. 
This version of the 
mesh stocking with 
its four dot, dia- 
mond pattern, has 
just been 
duced by 

proof 


intro- 


Hole- 


The 
conservative 
clocked patterns in 
half hose, even in 
priced 
merchandise, is re- 


demand for 


medium 


flected in this num- 

ber from the line 

of Standard Ho- 
siery Mills 


A combination 
heel and_ clock 
novelty that will 
interest those 
secking something 
new in the hosiery 
market; just in- 
troduced by So- 
Maid Ho- 


siery Co. 


ciety 
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Hosiery and She F 


by H. Stanley Gilbert, Elliott Bosiery 


A few interesting things the specialty merchaycan | 


Though the modern department store consists of about ® cepartn 
eighty departments, hosiery accounts for almost one- sper a 
twentieth of its sales. tli this dey 

af that onc 


Hosiery on the average is second only to millinery in 














turnover. css. 1m 
. . *,* . of shoe 
Hosiery is accorded key positions in floor and aisle space. otal had bee 
Most shoe retailers, these days, carry hosiery. Some of I@ this holi 
, them look at it merely as a necessary evil. They do not [ha long 
TRIUMPH HOSIERY- MILLS a realize the tremendous profits and rapid turnover that a efputh hosie 
Manufacturers of Tull Fashioned and Spring Needle Silk Stock well merchandised, popularly priced line of hosiery can Shoe I 
command. tis facts. 
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ye 
INGRAIN — 
(HIFFON ¥ T 
HO/IERY . wo 
) Significant 
a ° QUAY Marks 
. IRST, the Society Maid trademark, which in 
Fine Shoes Deserve itself denotes smart style and superlative quality. 
Fine Hosiery! Second, the Hall Mark of First Quality, which is 





an additional certification proclaiming pride in our 
products and protecting the profits of our customers. 





ERCHANTS catering to an ex- 

clusive type of clientele will find 
: Harris 45 and 51 guaranteed 
ge ingrains will do justice to their 
it exclusive models. 














































Fine sheer all silk Send 
oe steadily eee poten ae gauge for 
of women everywhere for Harris —with or without i i 
rain Hosiery . . . should bea real . iy a ——s 
¢ntive for your hosiery department. qurvice weights. Fashion” 
Send for Samples and Color Card! | Now showing the 
new Spring shades. 
Created by F a, 
Harris Silk Hosiery Co. P t 
Springfield, Mass. 
¥ YORK OFFICE: 389 FIFTH AVE. 
‘E & COWAN, Selling Agents ; HOSIERY COMPANY 
354 Fourth Ave. New York City 
Mills at Willow Grove, Pa. 
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US pein SSS ‘) Last Minute 
Dy: (| Fill-in Orders 











" fe Mail Them— 
1 Shv Retailer PR en 


‘lliott Posiery Co., New York Phone Them— 





, To our Stockrooms or 
merchagtcan learn from the department store. oe —4 New York Office 





: We are prepared to give you the service yo 
department store accords key positions and extensive Prep 8 y we you need 


sper advertising to hosiery because they have found Outstanding Gift Values 


this department brings the customer into the store; 


tat once she is in, it is often not the last of her pur- Style 4000—All Silk Service Style 4500—All Silk, Beauti- 
ful 


see . : Weight. 45 gauge construction. 1 Sk ¥ 
¢. Similarly the Shoe Retailer will find that many a Truly lovely. Ingrain appear- Picot Top. A ‘Take Sa 
$1.9 


of shoes have been sold to the miss whose original oa at C1 ee service. Re- at 
tad been but a few pairs of stockings. 
, . ; : ; PATERSON MUTU 
I@ tts holiday season, hosiery is particularly pertinent. ATERSON AL 


Gla 
Ita long been a recognized gift. No woman ever had Every hdr For HOSIERY MILLS, Inc. 


effet hosiery in her wardrobe. Pair | First ae or — 
ve. 


[Shoe Retailer can draw his own conclusions from Stamped _ Quality 


Mills: 
tise facts. I believe the moral is plain. WOU ALITY vane, HM. ¢.. Futediyhia, Oe. 
06.U5. Pat. onee Stockrooms : 
Chicago, LUl., San Feancisco, Calif. 


Across The Street— 
Fy i-th January They don’t give 


first, we will be 


located in our new, shoes but they do 


larger quarters at 


385 Fifth Avenue. give stockings ! 


ERE we will be 
in a better posi- .+.a@nd many a pair of shoes have been bought 


by the Miss whose sole objective had been a 


tion than ever before few pair of gift stockings. 


to serve you efficiently. 


Folks don’t give shoes for Christmas, but they 
do give stockings. 
“Lily 


of An effective display of moderately priced 
France” hosiery will attract the holiday dollars into the 
Hosiery shoe store! 


FEDDEN BROTHERS COMPANY, Ine. JIA Dp E / Tos 1éY7. Y 
UNTIL JANUARY FIRST: 
392 FIFTH AVENUE, NEW YORK Elliott Hosiery Co., Ine. 


(At the Northwest Corner of 36th Street) 258 Fifth Avenue, New York 
MILLS AT SHILLINGTON, NEAR READING, PA. 
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Hosiery Wicvows 


At the left is an expressively modern set- 
up of hosiery in one of the windows at 
the Loeser store, Brooklyn, N. Y. The 
black onyx and silver fixtures form a 
striking contrast to the light ones and 
sculptured background 


Below is a rather simple window in 

the modernistic manner seen re- 

cently at Gimbel Brothers, New 

York. The feature of the window 

is the plain cloth covered panel at 

the back on which hosiery ts pinned 
in a rather new manner 


Modernistic table-like fix- 
tures and a clever use of the 
hosiery boxes are the high 
lights of this window at the 
Kresge department store in 
Newark, N. J. The three 
units of the window bal- 
ance, although they are all 
different 
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Apopt MopERN ART 


A clever and pleasing arrangement of a 

few hose in a rather small trim is shown 

in the picture at the right, of a display 

made recently at Rich’s, Atlanta. The 

display is commendable for its restraint 
and artistic arrangement 


Below is a clever manner in which 
to feature a lot of hose during a 
sale. The large block wood letters 
‘ell the story, while the hose draped 
on two long lines gives an oppor- 
‘unity to display a complete range 
of colors. Displayed at Martin’s, 
Brooklyn, N.Y. 


VA ~ 
A st NS | 


An early Christmas win- 
dow featuring hosiery at 
Lane Bryant’s New York 
store. Two elliptical 
tables were draped with 
hose and four leg forms 
and a modernistic box- 
like fixture were added, 
together with the conven- 
tional poinsettias and 
Christmas boxes 
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SunRNY Torts LEAD 
FOR SPRING 


> + ¢ 





1930 Spring Hosiery Card to be issued shortly 

by the Textile Color Card Association, accord- 

ing to Margaret Hayden Rorke, Managing Director. 

The sunbronze influence will again assert itself, but 

in new and more subtle interpretations. An extremely 

smart color suggesting this feeling is Florida, a soft 

brown, which will be worn at Palm Beach and other 
fashionable winter resorts. 

Sunbrown, a slightly lighter tone, has as its name im- 
plies, a glint of sunlight in its depth. Basque Brown, 
reflecting an overtone of mauve, expresses a very high 
fashion note. This shade will complement costumes 
in one of the new mauvish browns combined with a 
lighter contrasting tone, such as Cloud Pink. Accom- 
panying shoes will be of Almora or Prado Brown. 

Sunbask and Blond Doré, with a hint of gold, are 
new versions of sunburn tones. These colors will 
accompany shoes of Suntan Beige or Tropical Tan, 
as well as Hampton Green. 

A more neutral sandy tone is Plage, the French 
name for beach. This muted tone is smart with 
shoes of Riviera Blue or Corrida Red. 

Rendez-Vous is a darker shade suitable for street 
wear with Nautical Blue shoes or with one of the 
darker browns. Muscadine is a subtle illusive tint. 
mauvish and somewhat greyed in cast, a fitting nuance 
for Venetian Purple shoes. This tint will also harmon- 
ize smartly with some of the newest notes in costume 
colors, such as the violet blues like Amalfi Blue, and 
greys with a mauvish rose cast, similar to Gorge de 
Pigeon. 


T1930 Se new colors are to be featured on the 











OSADOR is a lighter “blush” hue as its name sug- 

gests. Although primarily for evening, it is suit- 

able also for resort wear with an ensemble in one of 
the new misty pinks, such as Cloud Pink. 

Dream Pink, a delicate milky tint, expresses a high 
fashion note in evening hose, which will provide a 
smart complement to long pink suede gloves. 

Another new thought in lighter hose for resort 
wear is Ivoire, a creamy eggshell nuance which will 
offer a pleasing contrast to the pure white shoe and 
costume. 

Beige Clair, with its soft bisque overtone, repre- 
sents the most fashionable trend in beiges for costumes, 
shoes and hose. Worn with shoes to match, hosiery 
in this new tone will be especially smart for Palm 
Beach wear with the ensemble in Linen Blue, or one 
of the soft sky blues. 
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KNITBAC 


will bring good 
business to alert 


SHOE RETAILERS 











THERE is only one way to build a profitable 
hosiery repair business . . . give your customers 
Knitbac Repair—flawless in quality and beauti- 
ful in appearance. Your customers will come 
back time after time, satisfied and eager to tell 
their friends that your store provides Knitbac, 
flawless hosiery repair. . . . That is the only way 
to build a profitable repair business—offer the 
highest quality repair . .. KNITBAC. 


You'll Profit by Offering 
Knitbac--Flawless Hosiery Repair 


Kay 


GOTHAM K\WETIBAC service 
COMPANY, INc. 
508 FIFTH AVENUE NEW YORK 
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LEADERSHIP 
The Modern Trend 


in merchandising hosiery, handbags and other acces- 
sories is through The Retail Shoe Merchant. 


An opportunity 


to reach this important outlet is afforded manufacturers 
in the Hosiery and Accessories Section of the BOOT 
AND SHOE RECORDER. 


Your Sales Message 


in the most representative trade journal of the industry 

will reach over 20,000 paid subscribers, who sell 90% 

of the shoes in this country. 
tance. 
in th 
recen' 


Such a Responsive Market 


For 
offers hosiery and accessories manufacturers their a sim 
all fe 
these 
entra 





largest potential opportunity to secure new accounts in 
1930. 


units 
shoe 


HOSIERY AND ACCESSORIES SECTION hose 
F () 
THE BOOT AND SHOE RECORDER dere 


brow! 


239 West 39th Street New York City ghite 
| 


O 








Boot AND SHOE RECORDER 
combining THz SHos Reraiuer, Dee. 7, 19°29 





[121] 


SHOW YOUR COLORS 





New (Costume Fashions Demand 
(Closer (olor Harmony Among 
Dresses, Hose and Shoes So 
Miller Stores Play up 


Gigantic (olor (ards 
in Display Windows 


ITH the skirt closer to the shoe, the relationship 
Wi evs the two grows more intimate, colorwise, and 1, 

the connecting link, hosiery, takes on added impor- : tg a 
tance. To clinch this color ensemble idea, I. Miller & Sons, (eG tie i fi 
in their Thirty-fourth Street, New York, display windows . > fen 
recently erected the gigantic color cards shown in the pictures a }/ sai 
and tied them up with shoe and costume colors in such a way ee Fi ie 
that the average window shopper immediately got the idea. = 

For the benefit of any merchants who may wish to attempt 

a similar display, we have enlarged one of the units so that 
all features can be easily distinguished. There were four of 
these units in each of the long side windows flanking the big 
entrance to this particular Miller establishment. Seven of the 
units showed hosiery that blended with a particular color of 
shoe and costume, while the eighth was devoted to novelty 
hose. 


Q* the big cards cut from wall board were attached large 
swatches of the knitted stocking fabric, from which rib- 
bons ran to made-up stockings in each particular shade. Thus 
there were 13 different shades shown for wear with the various 
brown costumes and shoes, seven for wear with black and 
white costumes and black shoes, five for wear with green, and 
so on. 

This idea, in less elaborate form, can be easily copied for 
any size and type of hosiery window. 
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Sreme a Mater 


Vogue for Matching Hand Bags 


and Shoes Now Extends to 
Evening Mode—Trick 
Fastenings Feature 
Modernistic Imports 


HE shoe store that makes a pretense to selling 
high style shoes and does -not include in its 


stock some hand bags to match certain of these 


shoes is overlooking a good 
bet. So closely has become the 
relationship between bags and 
shoes that certain shoe manu- 
facturers have made contacts 
with bag manufac- 
turers and furnish 
the latter with 
leather and shoe de- 
signs so that an exact 
match for the shoes 
may be produced in 
hand bags. Hand 
bag manufacturers 
on their part are 
showing more and 
more interest in the 
trend of fashion in 
shoes, and, in cases 
where direct contact 


A modernistic bag in 
parallelogram shape with 
tongue 
and groove _ fastening. 
Comes in a variety of 
colors. 
From Maison Guttmann 


an interesting 


leathers and 


and working agreements with shoe producers 
are not in vogue, are, nevertheless, fashion- 
ing hand bags with the idea of having them 


ye 


VEE, Lf 





Another evening 
shoe and bag 
combination 
—this time in 
white moire, 
which can be 
dyed any color. 
Shown by James 
McCreery& 
Company, New 
York 


This combination of eve- 
ning slippers and bag to 
match is fashioned of 
silver brocade. Shown 
by James McCreery & 
Company, New York 


match or harmonize with shoe styles and 
colors. 

The vogue for matching bags and shoes 
has extended to the 
evening mode and 
two good examples 
of evening bags and 
shoes to match, as 
presented by the re- 
tail shop of James 
McCreery & Com- 
pany, New York, are 
shown on this page. 

The question of 
whether or not, a 
bag, to be salable in 
a shoe store must be 
an exact match for 
certain shoes is de- 
batable. In fact, the shoe 
trade seems to be about equally 
divided on the subject. As a 
general rule, the higher priced 
the shoe, the more need for a bag that is an exact 
match for the shoe, in pattern, color and material. In 
the cheaper grades, those below $6, some shoe retailers 
have found that an exact match is not necessary, but 
that a combination of shoe and bag which can be sold 
together for $10 or less is a good proposition. 


HIS coming spring and summer we shall see a 

large number of fabric bags made of exactly the 
same fabrics that are going into resort shoes. Em- 
broidered linen, petit point embroideries, and em- 
broidered shantung silks are outstanding among the 
fabrics that lend themselves to both bag and shoe 
construction.’ The colors selected for spring shoes also 
adapt themselves admirably to use in leather bags. 
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GLOVES GROWING 
(LONGER AND 
DARKER 


> + + 


HE marriage of gloves and shoes is upon us. 

For the past few seasons women have worn 

neutral gloves not for glove importance but for 
the finish of a costume. Today gloves come in as a 
style item with an importance of completing the smart 
and subtle color in costumes and because of the de- 
mands of the formal silhouette. 

The new deep toned hosiery and the favor and pro- 
longed popularity of the warm browns in smart cos- 
tumes, tells the story of glove importance in deeper 
tonings. 

“It looks like the 42 inch slip-on, the 8 button slip- 
on and the 16 button mousquetaire for evening wear 
will be worn,” said C. A. Bollis of the Fownes Brothers 








shoe 
tally 
Asa 


iced 


& Co., and in checking over the spring buying, this 
information proves itself correct. The slip-on glove 
is the favored glove today. Nut and pecan tones seem 
to be selling strongly, also the beige clair of the shoe 
color card. 

As it is anticipated that the hat, glove, bag, hose and 
shoe will tone with each other, and the frock or suit 
will be in contrast, the outlook for gloves sold in the 
shoe store is most promising. 

H. Aitas of the Van Raalte Company tells of new 


thoughts in the fabric glove field, of the new princess 
line in gloves which follows the line of the dress. It is 
a smart fashion to open the glove in the back and button 
it on the wrist with a large pearl. Again he speaks 
of the extra long pull-on glove tightened by elastic at 
the wrist as a type predicted for a long season. 

“The glove,” continued Mr. Aitas, “should be worn 
ruffled down at the wrist in a careless manner.” He 
also predicts that the soft and dull shades of beige 
will be popular colors. 


xact The slip on elastic wrist glove, now so popular is shown 
in at the left, while below is the new Princess or Silhouette 

: de glove, opening at the back and fastening with a pearl. 

Both pairs in suede fabric from the line of the Van Raalte 
but ea Company. At the right is the plain slip-on suede glove 
sold me in new spring colors. These gloves are to be worn 
crushed down at the wrist. One pair of long gloves is 
shown in the glassine bag which protects them against 
soiling in the store. From Fownes Brothers & Company 


ilers 
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CoLtwv WEATHER 


& a & 


—_—o— oo 


YOUNG—but. not~foolish ! 








for their feet are warm as toast and 
their slim legs are free from chapping 


IN BEST'S NEW 


FEATHER - WEIGHT 
SILK-AND-WOOL HOSE 


Spiral-knit without a seam 


1.50 


EXCLUSIVE 


seamless stocking aclieved a place in “polite 
society” last Summer when suntan fashions were the 
rage. Thousands of smart young things bougnt Best’s 
“Antibes” silk stockings because they gave that bareleg 
effect, and then continued to wear them long after the 
suntan summer days were past because they loved the 
perfect fit and comfortable “feel” of these spiral-knit 
seamless hose. 


Now Best’s gives them a new seamless stocking fashioh 
for Wintry days in these de luxe silk-and-wool hose, of 
chiffon lightness, and silky texture. 


Only one mill in the country can produce these 
fine-gauge seamless hose. They are tapered 
to fit perfectly at the ankle and will retain 
their shapel after ble washings. 





3 shades of beige—Araban, Deauville, Tanela, sizes 814 to 10144 
Seamless hose in lisle, 1.35 Chiffon silk, 1.65 Sport silk, 1.65 


“ie Best & Co, -— 


Fifth Avenue at 35th Sereet—N. Y. 
Palm Beach 


| 


tae. 


ed 
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Dep 


N: woman ever had enough silk stockings is an 


old slogan that is true, but more true is the fact 

that the average woman’s wardrobe is more 
deficient in cold weather hose, either of wool or wool 
mixtures. Freezing for fashion’s sake may be noble, but 
it has its foolish quality as well. 


T least two stores in the country have set out to 
remedy this deficiency, Best & Company, New 
York, and Campbell’s hosiery shops in Chicago. Here 
are new ads from each one of these stores that tell 
their own stories and give any merchant a basis upon 
which to build his own cold weather hosiery advertis- 
ing. Woolen hose advertising that is based purely on 
comfort does not ring the bell—the added feature of 
style must be present. 








Cold Weather 


Hosiery 
ange Campbells 


The inevitable zero 
weather and icy blasts 
are on the way...lo 
furnish adequate pro- 
tection against severe weather 
and at the same time allow 





for trim beauty without bulk- 
iness is a problem solved by 
Campbell's in the three cold 
weather stockings below. 


An all-wool hose of fine texture 
in many new attractive colors and 


patterns. $495 


the pair 


Very sheer wool mixture under- 
hose of extra fine quality.. 


$400 
The Campbell rolled anklet in wool 


and silk and wool... smart colors 
and designs. 


73< to $450 the pair 


SIRE A 


61 East Randolph Street 156 W. Washington Street 


(Near the Boulevard) Central 8268 Near Le Salle) 


the pair 
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NEW addition will be built on the Arrowhead Ho- 

siery mill in Rossville, Ga., at a cost of about 
$300,000 for building and machinery, which will in- 
crease the output of the mill two and one-half times, 
Garnett Andrews announced recently. 

The city issued a permit recently for the construc- 
tion of the foundation to the new addition, which will 
cost $1,000. Mark Wilson, contractor, will start the 
work within a few days. Contract for construction of 
the remainder of the addition has not been let, Mr. 
Andrews said. This addition will make the Arrow- 
head mill one of the leading makers of full fashioned 
hosiery in this section. 

“The new building will cost only about $35,000,” 
Mr. Andrews said last night, “but we have already 
ordered enough full fashioned machinery to cost about 
$265,000. The addition will be built about the first of 
the year and a little more than a year after the original 
unit of the plant was built the output will have more 
than doubled. Twenty-five full fashioned machines 
will be installed.” 

The present output of the mill is about 2000 dozen 
pairs of hose a week. The enlarged plant will provide 
facilities for turning out 5000 dozens of pairs of hose 
a week, Mr. Andrews stated. 


aN 


The Morristown Knitting Mills at Morristown, 
Tenn., near Knoxville, is building an addition to its 
plant. The addition is 68 feet long and 40 feet wide, 
and 58 machines for the knitting of infants’ hose will 
be installed as soon as the building is completed. 
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The Interstate Hosiery Mills have changed the size 
of the boxes in which their “Finery” brand stockings 
are packed. The new box size is smaller, the meas- 
urements being in inches, % by 934 by 634. 

The advantages of the new boxes are that they are 
smaller, permitting more boxes on the retailer’s shelves ; 
lighter in weight, cutting down transportation charges, 
and more compact, keeping the stockings in better 


shape. 
aN 

On Jan. 1, 1930, Mandel & Cohen, New York whole- 
salers of hosiery and underwear exclusively, will merge 
their two branches at 903 Broadway and 32 Orchard 
Street in the entire building formerly occupied by 
Butler Brothers at 495 and 497 Broadway, New York. 

Extensive remodeling is now under way at the old 
Butler Brothers site and it is the intention of Mandel 
& Cohen to equip their new location with equipment of 


the most modern type. 


A permanent injunction has been issued by the Dis- 
trict Supreme Court in Washington, D. C., re- 
straining the Finch Co. from further alleged infringe- 
ment of patents on a hosiery mending device held by 
the Stelos Co. The Finch Co. has 30 days in which to 
file an appeal to the District Court of Appeals. 

The Stelos Co. had sued for aa injunction and 
damages. Counsel for both parties were instructed to 
confer on an accounting. 

Package Research Laboratory at Rockaway, N. J., 
announces the appointment of Ira B. Lanphier of 
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In contrast to the modernistic treatment of many of the newer hosiery departments is aie 
this one in white enamel, an extraordinarily dainty adjunct to the new J. D. Mittleback 
Peacock Store in Denver, Colo. that 
molis] 
Madison, Wis., as director. In his new capacity, Mr. John E. Phipps, New York, has been appointed sell- buildit 
Lanphier will continue the work of package design ing agent for the Brumbach-Miller Hosiery Mills, 
and construction that he has been carrying on for sev- Reading, Pa., and the Hatch Full Fashioned Hosiery 
eral years under John A. Newlin at the Forest Prod- Co., Belmont, N. C. Both mills manufacture women’s The 
ucts Laboratory. His new work and that of Package full fashioned silk hosiery exclusively. High 
Research Laboratory will be directed toward cutting ioned 
container and transportation costs in the shipment of aS weigh: 
all classes of goods which require boxer or crates for E. B. Cooksey, formerly with the International Shoe Lawre 
sate transit. Ks Co. of St. Louis, in charge of the Western form de- On 
partment, has joined the sales force of the Shoe Form fice at 
A new selling agency has been established in Phila- Co. at this city. He will handle the sale of Fairy will be 
delphia under the title of Vanneman Bros., with offices Forms for shoes and Fairy Forms for displaying ho- manag 
at 1005 Market Street. The founders, J. M. and siery in the New England States, with headquarters will, r 
P. A. Vanneman, were both formerly members of the in Boston. the Diz 
old Philadelphia wholesale house of T. H. Vanneman Paul A. Ross, sales and advertising manager of the It is 
Son Co. Shoe Form Co., at the recent election was elected as agents 
The new company will act as selling agents for both City Councilman of Auburn on the Republican ticket, domest 
hosiery and underwear. taking office on Jan. 1, 1930. Auburn has the com- but wil 
mission form of government, being governed by a 
The Temple Full Fashioned Hosiery Mills, Temple, mayor and four councilmen. 
Pa., have appointed the A. G. Campbell Co., New wm Wall: 
York, as sole selling agents for its product, which is Const ¢1 
distributed to the wholesale trade. The Drexel Knitting Mills Co., Drexel, N. C., has Co. he 
The Temple mills make 45 gage, 4-thread, all-silk appointed the W. C. Gallagher Co., New York, selling Giten 
stockings, and plan to increase their present produc- agent for its production of fancy half hose price’! to Street. | 
tion in the near future, Mr. Campbell announces. retail at 50 cents. Wester: 
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MODERNISTIC BAG SETTING 





Here is an ideal modernistic setting for a bag 

business that might be copied by any shoe retailer. 

A small room with glass topped display cases and 

wall cases and stools for the customers. This 

happens to be a wholesale display room, that of 
the Maison Guttmann, in New York 








The office of the National Association of Hosiery 
and Underwear Manufacturers will be moved from 
334 Fourth Avenue, its present location, to 468 Fourth 
Avenue, on February 1, 1930. The association has 
The principal 
reason for the selection of a new location is the fact 
that the building at 334 Fourth Avenue is to be de- 
molished shortly after Feb. 1, to be replaced by a larger 


building. 


The Diamond Full Fashioned Hosiery Company, 
High Point, N. C., manufacturing ladies’ full fash- 
ioned silk hosiery in picot edge chiffons and service 
weights, will discontinue selling their product through 
Lawrence & Co. after Dec. 31, 1929. 

On Jan. 1, 1930, they will open their own sales of- 
fice at 93 Worth Street, New York City. This office 
will be in charge of J. Kenneth Rutherford, present 
manager of Lawrence & Co. hosiery department, who 
will, reinforced with an experienced sales force, sell 
the Diamond product direct to the wholesale trade. 

It is stated that Lawrence & Co., present selling 
agents for the above company, will discontinue their 
domestic hosiery department after Dec. 31 of this year, 
but will continue to handle hosiery for export. 


aN 
Wallace Barnes, well known throughout the Pacific 
Coast through his long connection with the Van Raalte 
Co., has been made manager of the branch of the 
Gotham Silk Hosiery Co. maintained at 77 O’Farrell 


Street, San Francisco, from which the trade in the Far 
Western States is served. 


occupied the present offices since 1922. 
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The beauty, balance, rhythm and 
action of Fairy Forms win in- 
stant attention for hosiery dis- 
plays. Thi Hi model is shown 
above. 


Fast Sellers 


ETAILERS the country over are discovering 

the great sales value of Fairy Forms in 
their hosiery displays. Orders are pouring in 
day after day! 


There’s a reason for such popularity, of 
course. It is that Fairy Forms do stimulate 
sales. Their natural shape, flesh-like tint and 
eye-compelling poise display hosiery in a way 
that is different. 


Fairy Forms are smooth as porcelain and will 
not cause runs in the sheerest hosiery. Each 
form is weighted in the toe to stand anywhere 
without supports of any kind. 


You need Fairy Forms to build up your 
hosiery sales. Seven models are available for 
both women’s and men’s hosiery. If your job- 
ber can’t supply you, order direct from us. 


SHOE FORM CoO., INC. 
Auburn, New York 
UNITED LAST CO., LTD. 


Montreal, Canada 





THE COLOR TREND 


AS REPORTED BY LEADING MAKERS AND SELLERS 


Service 


ALLEN-A 


1. Light Gunmetal 
2. Sable 
3. Gunmetal 


. Light Gunmetal 
. Sable 
. Gunmetal 


ARROWHEAD 


1. Sable 

2. Gunmetal 

3. Light Gunmetal 
4. Duskee 

5. Afternoon 


. Sable 

. Gunmetal 

. Light Gunmetal 
. Duskee 

. Afternoon 


ARTCRAFT 


1. Embassy 
2. Perique 
3. Tangier 
4. Nocturne 
5. La Mode 


. Embassy 

. Perique 

. Tangier 

. L’Avenue 

. Beige Blond 


BELDING HEMINGWAY 


1. Light Gunmetal 
2. Almora 

3. Crystal Beige 
4. Duskee 

5. Breezee 


. Almora 

. Boulevard 

. Duskee 

. Light Gunmetal 
. Manon 


CORTICELLI 


1. Gunmetal 
2. Duskee 
3. Sable 

4. Almora 
5. Nude 


. Almorea 

. Duskee 

. Gunmetal 

. Sable 

. Crystal Beige 


DEXDALE 


1. Rose Metal 

2. Rusty Brier 

3. Rose Taupe 

4. Oriental Beige 
5. Brown Beige 


. Rose Taupe 

. Rose Metal 

. Rusty Brier 

. Safari 

. Oriental Beige 


. Sable 

. Boulevard 

. Almora 

. Duskee 

. Misty Morn 


. Boulevard 

. Gunmetal 

. Ali Baba 

. Crystal Beige 
. Algerian 


. Gunmetal No. 1 
. Mocca 

. Beige Castor 

. Marocain 

. Ficele 


. Gunmetal 

. Sable 

. Elephant Hide 
. Beechnut 

. Duskee 
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Service 


FINERY 


1. Almora 

2. Sable 

3. Misty Morn 

4. Grain 

5. Light Gunmetal 


GOLD MAID 


1. Ali Baba 

2. Boulevard 
3. Grain 

4. Gunmetal 

5. Misty Morn 


GOTHAM 


. Sable 1. Sable 
. Duskee 2. Duskee 
. Charlotte 3. Gunmetal 


Corday 


. Pawnee 4. Pawnee 
. Afternoon 5 


. Manon 


HARRIS 


. Ali Baba 
. Turf Tan 
. Sun Tan 
. Ombrette 
. Dueotone 


HOLEPROOF 


1. Gunmetal No. 1 
2. Prado 

3. Mocca 

4. Beige Castor 

5. Marocain 


KRANIT 


1. Gunmetal 

2. Beechnut 

3. Elephant Hide 
4. Sable 

5. Afternoon 





sd 
t 


. Capucine Taupe 
. Sable 

. Crystal Beige 

. Almora 

. Biscay Nude 


. Boulevard 
. Ming 

. Kaffa 

. Kashador 
. Beechwood 


. Gunmetal 
. Beechwood 
. Sunmode 

. Walnut 

. Shadow 


. Sable 

. Manon 

. Beechnut 

. Light Gunmetal 
. Duskee 


. Light Gunmetal 
. Sable 

. Duskee 

. Boulevard 

. Crystal Beige 


. Cedarglow 

. Light Gunmetal 
. Sable 

. Afternoon 

. Crystal Beige 


Sheer Service 


KREUGER-TOBIN 


1. Duskee 
2. Sable 

3. Allure 

4. Onionskin 
5. Turf Tan 


LARKWOOD 


1. Ming 

2. Boulevard 
3. Mole 

4. Kaffa 

5. Caprice 


McCALLUM 


. Gunmetal 
. Sunmode 
. Shadow 
. Barcelo 

. Vellum 


MOJUD 


1. Sable 

2. Light Gunmetal 
3. Manon 

4. Duskee 

5. Beechnut 


ROSAINE 


1. Light Gunmetal 
2. Duskee 

3. Sable 

4. Crystal Beige 
5. Boulevard 


SOCIETY MAID 


1. Cedarglow 

2. Light Gunmetal 
3. Sable 

4. Ali Baba 

5. Afternoon 
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